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Thacher of New York 
Expresses Views on 


Current Developments 


Doubts Removal of Prior Approval 
Of Rates Would Prove to be 
In Public Interest 


OWNERSHIP OF COMPANIES 


Comment on Court Decision; Firm 
On Prohibition of Unrelated Ac- 
tivities; Codes of Ethics 

Insurance Superintendent Thomas 
Thacher of New York firmly expressed 
his views on prior approval of rates, 
powers of insurance companies to engage 
in other lines of business and the effect 
upon competition, and conflicts of pe- 
cuniary interest and codes of ethics, 
when he addressed a recent meeting of 
the National Association of Attorneys 
General in New York City. Mr. Thacher 
also outlined the general activities of 
the New York Insurance Department. 

After stating the general requirements 
of insurers in New York in making rates 
and designing coverages Supt. Thacher 
related how the National Association of 
Insurance Commissioners at Philadel- 
phia this month “adopted a report setting 
forth reasons for not recommending 
certain proposals that the requirement of 
‘prior approval’ of fire and casualty rates 
as recommended by the NAIC after pas- 


sage of the McCarran Act, be abandoned 
in favor of ‘post-effective date review’. 


Supports “Prior Approval” 


“Having obtained—at some cost in time 
to Louis Lefkowitz’s office—affirmance 
of the New York Insurance Department’s 
approach to its statutory duty of prior 
approval of credit insurance rates, I am 
frank to say that, in the light of practical 
administrative experience, consideration 
of the efficacy of abandoning such prior 
approval leaves substantial doubt in my 
mind as ito whether any such post- -effec- 
tive date review would prove to be in the 
public interest.” 

Commenting upon the scope of opera- 
tions of the insurance industry and its 
fiduciary character and also the Court 
of Appeals decision in the case of the 
Connecticut General Life’s right to ac- 
quire stock of the National Fire, Mr. 
Thacher stated: 

“The insurance powers of a New York 
insurer are limited by its charter, and its 
charter must comply with the New York 
Insurance Law. A company doing a life 
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Manhattan Casualty Company 
116 JOHN STREET, NEW YORK 38 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 
BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 


The Gotham Life Insurance Company 


Of New York 
LIFE GROUP ACCIDENT & HEALTH 














GROUN DED? 


A bird can’t fly on one wing. And an insurance agent can’t raise his earn- 
ings without something appealing to sell. For a LACOP representative, 
the sky’s the limit. LACOP uses insurance techniques creatively . . . 
molding the policy to suit the particular situation. As a result, our agents 
can—and do—sell more insurance to more types of people. LACOP 
really gives a man the chance to get off the ground. Are you flying as 
high as you’d like? 


LACOP’s Renewable and Convertible Plans provide maximum coverage 
at minimum cost... enable a male aged 40 to purchase $50,000 of 10- 
year Renewable and Convertible Term at a cost of $8.69 per thousand. 
Find out how this and other LACOP plans can substantially increase your 
earnings. Write for a confidential interview at your convenience. Address 
Sherman J. Edelman, Executive Vice President. 


Life Assurance Company of Pennsylvania 


2204 WALNUT STREET PHILADELPHIA 3, PENNA. 


© All Forms of Life Insurance 
© Minimum Deposit Programs 
© Group Life—Accident and Health 


eGuaranteed Renewable—Accident 
and Sickness 


eH Sealieati Medical 





and Surgical 
e Seavtins and Association Programs 








INSURANCE 


IER 


LIPPINCOTT LIBRARY 


Aetna Life Leading 
Producers Meet at 
Whiteface, N. H. 


Over 100 Top Representatives in 
Northeastern States Open 33rd 
Annual Series of Meetings 


CORPS OF REGIONNAIRES 


President Beers Gives Welcoming 
Address; Other Officers Attend; 
Company Growth Reviewed 

Whiteface, N. H—More than 100 of 
Aetna Life’s leading representatives in 
the northeastern states opened the com- 
pany’s 33rd annual series of meetings of 
the Corps of Regionnaires recently at 
the Mountain View House here. 

Erhardt G. Schmitt, CLU, New Haven, 
who has qualified for the national hon- 
orary organization in each of the 33 
years since it was founded, was given 
special recognition in an opening honors 
ceremony conducted by Donald E. Han- 
son, CLU, vice president, agency de- 
partment. 

Other Honor Guardsmen who have 
qualified 25 times or more were Ernest 
L. McCutcheon, Hartford, G. Gustav 
Steiner, CLU, New York City, Alfred J. 
Freisem, Rochester, George H. Rapa- 
port, Springfield, Mass., and David P. 
Faxon, Philadelphia. Also honored were 
16 veterans who have attended at least 
ten meetings. 

Henry S. Beers, Aetna Life president, 
gave an address welcoming the Re- 
gionnaires at the first business session, 
for which Philip J. Adams, general agent 
at Concord, N. H. was chairman. Other 
first day speakers were John A. Blanch- 
field, vice president and director of agen- 
cies; Ellsworth C. Dobbs, a representa- 
tive of the Newark general agency, and 
Bernard A. Sloane, assistant general 
agent at Brooklyn. 


Company’s Growth Reviewed 


Reviewing the continued growth of 
Aetna Life and the industry as a whole, 
Mr. Blanchfield said that public aware- 
ness and acceptance of the vital role 
life insurance plays in individual lives 
and the national economy has never 
been higher. 

Mr. Blanchfield cited industry and in- 
dividual company advertising and the ef- 
forts of sales representatives as having 
effectively brought the life insurance 
story before the public. “But the story 
is most graphically told by the millions 
of death and disability claim checks, en- 
dowment and annuity checks which are 
issued each year by the industry com- 
panies,” he said. 

Mr. Dobbs, speaking about Aetna 
Life’s copyrighted Estate Control Plan 
programmed method, emphasized the im- 
portance of the highly ae gw ap- 
proach in talking with family heads. 

“You must be able to show your clients 
where life insurance stands in relation to 
their specific needs—not those ‘«< a 
typical family, but their own. And, 
cause a life insurance program is = te 
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about 
your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 





go to Penn Mutual men, so 


Penn Mutual opportunities g 


it’s smart to think about a future with The Penn Mutual. Here you can get specialized training and education 
in all phases of life insurance selling... here you can select the field which appeals to you most—direct sales, sales 
supervision or General Agency work. Because The Penn Mutual knows the success of its underwriters is the success 


of the Company, your future is bright at The Penn Mutual. 


THE PENN MUTUAL LIFE INSURANCE COMPANY thoceenoence soure, priaceuriia 
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Million Dollar Round Meeting at Bal Harbour 


Best Attended Meeting in Organization’s History Held This Week in Florida; Program 
Featured Talks, Panels and Workshops on Selling and Organizing 


For Million-A-Year Production 


Some 800 members and guests attended 
the annual meeting of the Million Dollar 
Round Table in Bal Harbour, Fla., this 
week. It was one of the best attended 
meetings in the organization’s history and 
the program featured talks, panels and 
workshops on selling and organizing for 


million-a-year production. Deane 
Davis, president, National Life of Ver- 
mont, announced that his company is 


presenting $5,000 to the MDRT Founda- 
tion in honor of this year’s MDRT chair- 
man, James B. Irvine, Jr., CLU, the 
company’ s general agent at Chattanooga. 
Also in honor of Mr. Irvine was the 
presentation of $500 to the Foundation 
by the General Agents Association of 
National Life of Vermont. 

In his talk before the group, Chairman 
Irvine stated that MDRT will seek the 
cooperation of a group of companies, in- 
cluding the Ten with the largest repre- 
sentation in MDRT, to take the lead in 
“clearing up the confusion that is being 
brought about in the minds of ‘the public 
as a result of the indiscriminate ‘advertise- 
ments of so-called million dollar producers 
and company production clubs which em- 
ploy names so closely akin to the Million 
Dollar Round Table that it tends to make 
the public get the idea that almost 
every agent is a member of ‘that Million 
Dollar Club.’ ” 

Calling it “one of the biggest problems 
in public relations at this time,’ Mr. 
Irvine said: “We don’t believe this to 
be in the best interest of the companies, 
the industry or the MDRT, and we are 
confident that when some of these com- 
panies understand the problem, they will 
want to assist us in this project. Some 
clubs with ‘million’ in their names allow 
qualification based on a million of produc- 
tion with no limit on Term insurance; 
a million of Group insurance production 
within the year; a million based on the 
allowance of $1,000 for each $10 of 
Group commissions earned within the year ; 
a million of total production over the in- 
surance career of the agent, and many 
other variants. A number of MDRT 
members have complained the MDRT 
prestige is being adversely affected and 
its public image is being confused by 
the steady stream of advertising by 
companies, agencies and agents in con- 
nection with clubs and producers using 
the ‘million’ designation.” 


“Something for Nothing” Attitude 


National Life’s President Davis, at- 
tacked what he termed the growing 
“something for nothing” attitude in 


American Life. “We of the life insurance 
business have been the victims of this 
same ‘something for nothing’ philosophy,” 

he said, “We have far too often chosen 
the easy way. Companies have too often 


gone, ‘high, wide and handsome’ in the 
prescription of Group limits. It is the 


easy way. Too many agents have entered 
into an unholy alliance with security 
dealers and mutual funds companies. It 
is the easy way. 

“Too many agents have become fi- 
nanced-insurance specialists. It is the 
easy way. Too many agents are practic- 
ing cannibalism. It is the easy way— 
and they like the taste of fresh meat. 
So I say the causes of our trouble lie 
both without and within our own busi- 
ness. Current social and political philo- 
sophy has set the background, and we 
have already been swept too far with the 
tide. It is easier to swim with the 
current than against it.” 

The life insurance business, Mr. Davis 
warned, can’t afford to wait for Divine 
intervention to set its own house in order. 

“T have an uncomfortable feeling,” he 
said, “that our problems are being in- 
creased by our surrender to the easy way. 
As a first step toward setting our own 





house in order, I suggest that all of 
us—home office and field men alike— 
dedicate ourselves to the solution of the 
replacement problem. We shall each need 
to work in our own way. It is a problem 
that cannot be solved by agreement. It 
must be solved by individual action based 
upon deep conviction that the job needs 
doing. If I read the signs correctly, the 
sentiment to demand a solution to this 
problem is gaining rapid momentum 
among home office people. We need 
your help and support, and you cannot 
afford to withhold it.” 


Mr. Davis mentioned the recommenda- 
tion of the recently appointed joint com- 
mittee on field relations, made up of home 
office and field men, that the NAIC issue 
a strong statement warning that it is 
seldom in the policyholder’s interest to 
replace a policy and suggesting ways and 
means to get impartial help to ‘decide 
whether a suggested replacement is in the 
policyholder’s interest. 

“We are rapidly moving toward a cli- 
mate where one who replaces will find 
himself with the burden of proof to sus- 

tain both the ethics and the legality of 
his action,” said Mr. Davis. “In this new 
climate, the agent will have to make 
absolutely sure that the new policy is not 
only better but demonstrably better than 
the old. 

“Usually he won’t be able to be sure 


that the new policy is better than the 
old, in which case he will find it un- 
profitable to recomment replacement. 


Agents will not wish to spend all their 
time defending their past actions. And 
those who do may well find themselves, 
eventually, without a company connec- 
tion. In this new climate, even if the 
prospect brings up the idea of replace- 
ment, the agent will still not be home 
free, for more and more good companies 
will look with a jaundiced eye on the 
claim that ‘it wasn’t my idea at all—the 
client suggested the replacement—I had 
nothing to do with it.” It is my earnest 
hope that your great organization will 
place itself squarely behind all legitimate 
efforts to cure this replacement prob- 
lem.” 


MDRT Breakfast 


The traditional MDRT breakfast was 
the setting for Mr. Irvine’s talk and his 
introduction of those at the head table 
and other guests. The invocation was by 
Lester O. Schriver, executive vice presi- 
dent of the NALU. 

Speaker at the opening breakfast is the 
president of NALU, who this year is 
William E. North, CLU, general manager 
of New York Life at Evanston, Ill. Mr. 
North stressed the seriousness of the gap 
between the amount of life insurance in 
force and the amount that ought to be 
in force for even minimum standards of 
protection and retirement income. 

“We as life underwriters must move 
more aggressively to that point where we 
are providing more people with a more 
nearly adequate replacement income in 
time of greatest need,” he said. “Since 
life insurance is the best proven substitute 
source of income ever devised, we owe 
no less than our very best efforts to this, 
and members of the MDRT should as- 
sume infinitely stronger leadership in at- 
taining this greater goal. Specifically, 
we can promote the return to individual 
responsibility, i in which ‘climate’ the serv- 
ices of life insurance have always played 
a major role. 

“We must help more people to under- 
stand and appreciate that the only com- 
pletely dependable security is that which 
they themselves buy, own and control. 
This is the way to true financial inde- 
pendence, and there is magic in believing 
this.” 

Concluding Mr. North said that selling 


repeated, to permit members to attend at 
least two. At one of them, William 
Harmelin, Continental Assurance, New 
York, discussed the disability approach to 
business insurance and Francis T. Fenn, 
CLU, National Life of Vermont, Hart- 
ford, explained the advantages of setting 
up tax-sheltered annuities for non-profit 
corporations under 501 (c) (3) of the 


methods should be checked, “to make 
certain we begin at the beginning in 
presenting our case to the prospect. It 
can be costly to assume people know in 
advance the fundamental case for the 
ownership of life insurance—so many of 
them heard the story of life insurance 
effectively, dramatically told.” 

Final speaker of the morning was Dr. 
Mortimer J. Adler, director of the Insti- 
tute for Philosophical Research, San 
Francisco, who talked on “The Art of 


Communicating.” 
L. A. Rosen Chairman 


At the annual business meeting, the 
executive committee slate announced in 
April was unanimously elected. The new 
committee will take office November 1, 
the start of the 1962 Round Table year. 


Lester A. Rosen, CLU, Union Central 
Life, Memphis, will advance from vice 
chairman to chairman, succeeding Mr. 


Irvine, who will continue on the executive 
committee another year as immediate 
past chairman, Daniel H. Coakley, New 
York Life, Boston, now in his second 
year on the executive committee, will 
become vice chairman. Alfred J. Lewal- 
len, CLU, Mutual Benefit, Miami, now in 
his first year on the executive com- 
mittee, will continue on the committee. 
Iram H. Brewster, Phoenix Mutual, 
Pittsburgh, will be the new member of 
the executive committee 

The 1962 annual meeting, as announced 
some time ago, will be at Montreal, July 
15-20. r 

Monday afternoon seven MDRT mem- 
bers took part in the session on “The 
Life Underwriter as a Businessman,” 
presided over by Mr. Lewallen. Members 
of this panel, who explained organiza- 
tional set-ups for million-dollar-a-year 
selling were Henry F. McCamish, Jr., 
Massachusetts Mutual, Atlanta; Louis 
Fish, CLU, Mutual Benefit, Joliet, IIL; 
Richard G. Bowers, New York Life, 
Keokuk, Iowa; Frank Ridge, CLU, Mu- 
tual Benefit, Washington, D. C.; Ben- 
jamin L. Stern, New England Life, New 
York; Raymond F. Triplett, New York 
Life, San Jose; Sadler Hayes, Penn 
Mutual, New York. . 

Monday evening two veteran MDRT 
members told how they sell millions 
every year. Daniel Auslander, CLU, 0 
New York, who has led Massachusetts 
Mutual’s field force 12 times in the last 25 
years, showed how the right wording of a 
question or suggestion can arouse a 
prospect’s interest, whereas a less care- 
ful wording would get a negative re- 
sponse. Ben Feldman, CLU, East Liver- 
pool, Ohio, who has led New York Life 
the last six years, paying for $20,017,550 
last year on 219 cases, described his 
methods in an interview with Reed W. 
Brinton, CLU, New York Life, Salt 
Lake City. 

All of Tuesday morning was devoted to 
“The Case of Pincus O’Flaherty,” a 
hypothetical situation providing a chance 
for studying problems arising in virtual- 
ly the entire field of estate planning, with 
particular emphasis on points suggested 
in advance by Round Table members. It 
was handled by four men who are 
recognized authorities in estate, business 
and financial planning as well as being 
seasoned panelists: Rene A. Wormser, 
senior partner in the law firm of Worm- 
ser, Koch, Kiely & Alessandroni, New 
York and London; James F. Thornburg, 
Seebirt, Oare, Deahl & Thornburg, South 
Bend; William J. Casey, Hall, Casey, 
Dickler, Howley & Brady, New York; 
and David B. Chase, accountant and 
senior partner in the J. K. Lasser & Co., 
New York. 


Workshop Sessions 


Tuesday ‘afternoon there were three 
concurrent workshop sessions, each being 


internal revenue code. William M. Shel- 
ton, Jr., CLU, New England Life, Los 
Angeles, was moderator. 

Another concurrent workshop covered 
a split-dollar package sale, handled by 
E. Price Ripley, CLU, National Life of 
Vermont, Roanoke, and the “reverse 
split-dollar” as a means of solving prob- 
lems of liquidity without corresponding 
increase in estate or business values, ex- 
plained by Borislav J. Todorovich, CLU, 
Provident Mutual, New York. Kenneth 
R. Bentley, Mutual Benefit Life, Danville, 
Ill., was moderator. 

The workshop on selling professional 
partnerships had as principals John D. 
Macdonald, New England Life, Miami; 
and Tom McCreary, New York Life, San 
Francisco. Moderator was G. Nolan 
Bearden, New England Life, Beverly 
Hills, Cal., a past chairman of MDRT. 

The Wednesday afternoon workshop on 
estate planning had as principals Newton 
H. Johnson, independent, Toledo; Walter 
R. Cavanaugh, CLU, Phoenix Mutual, 
Grosse Pointe Woods, Mich.; and Rene 
W. Wormser. George B. Byrnes, CLU, 
New England Life, Los Angeles, a past 
chairman of MDRT, was moderator. 

A concurrent works hop session, on op- 
portunities in corporate planning, had as 
speakers David B. Chase, Alfred S. 
Howes, Connecticut Mutual, New York; 
and Leo P. Mirsky, CLU, New England 


Life. New York. Howard D. Goldman, 
CLU, Northwestern Mutual Life, Rich- 


mond, a past chairman of MDRT, was 
moderator. 

A workshop on capital transfer insur- 
ance, life insurance trusts, how to com- 
bine insurance with tax savings possible 
through charitable giving, the use of fi- 
nanced insurance, and the importance of 
protecting life insurance cash values as 
collateral had as speakers, William J. 
Casey, and John O. Todd, CLU, North- 
western Mutual, Evanston, Ill., a past 
chairman of the Round Table. Moder- 
ator was Paul E. Cook, CLU, Mutual 
Benefit Life, Chicago, a past chairman 
of MDRT. 

The Wednesday evening session on 
executive pay plans had as_ speakers 
John Mulock, Clearwater, Fla., and Wil- 
liam N. Thurman, Atlanta, both with 
Mutual Benefit Life, and Mr. Thornburg. 
Moderator was William D. Davidson, 
CLU, Equitable Society, Chicago, a past 
chairman of MDRT. 

It has become traditional for the Round 
Table to invite to its annual meetings as 
speakers the heads of other professional 
groups with whose members life insur- 
ance men customarily cooperate on estate 
planning and related matters. This year 
the Round Table heard from Robert R. 
Duncan, chairman of the board of Har- 
vard Trust Co., Cambridge, Mass. and 
president of the trust division of Amer- 
ican Bankers Association; Louis H. Pillie, 
Barton, Pillie) Hughes & Jones, New 
Orleans, president of the American Insti- 
tute of Certified Public Accountants and 
John C. Satterfield, senior partner in 
Satterfield, Shell, Williams & Buford, 
Yazoo City, Miss., president-elect of the 
American Bar Association. 

Concurrently there was a special ses- 
sion for Canadian members on topics of 
current interest to them. Antoine Des- 
marais, CLU, Prudential of England, 
Montreal presided. 

Following these sessions, the members 
reconvened for a general session at which 
some helpful suggestions based on a 
combined 121 years of MDRT member- 
ship with more than $200 million of 
Round Table credits were given by four 
past chairmen. Another past chairman, 
William T. Earls, CLU, Mutual Benefit 
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N. Y. Dep’t Establishing Home Life, N. Y., Elects Fidelity Mygggdl Changes oe 
New Rule For Distribution B. G. Wright a Director 


Of Investment Income Ben G. Wright, president of This Week 


magazine, has been elected to the board 
: . of directors of the Home Life of New 
ing with great interest the promulgation York. Announcement was made by Wil- 
of the New York State Insurance Dc liam P. Worthington, chairman of the 





OPPORTUNITY ON 
HOME OFFICE 
SALES DEPT. STAFF 


Che life insurance fraternity is await- 








partment’s new requirements in regula-  jyyarq. 

n 33 w spect to distributi m of in- This Week is one of the most widely If you have a record of success in personal 
estme! me by the ila gal new circulated publications in the world. It is production and agency management and are 

. method of allocatic a cetie ‘ ; : ; 

mey metnod ol allocation. A ate distributed as the Sunday magazine sup- now interested in moving into Home Office 
ment about the new requirements 1S plement of 43 major dailies, including ices . 

| | i t it we; Vv ee , : sales activities, this may well be the oppor- 
about to be issued. As investment income =the N. Y. Herald Tribune, and has a tunit h b H : Id PP 
f life companies is now received it is al- total circulation of over 14 million copies ee ee en ae wee 
located on the basis of traditional port- weekly. 

| isin wameeihiniedl ib A ay Bae eta . ine : ; : 

ds required for various line Born in Saginaw, Mich, Mr. Wright A major middle western company, doing 


began his business career as ‘a newspaper 


; we ee business on a national basis, seeks a man who 
r the new method the compamies hoy for the Saginaw News, then worked ? 











from this procedure thereby his way through Eastern Michigan Col- has a record to justify his consideration for 
givin ) sums of money received lege as a a for the Asso- agency department work in directing the ac- 
m a current basis which in turn are cjated Press and the Detroit Free Press. tivities of a group of agencies and the desire 
newly invested . ia ale li During World War II, Mr. Wright was : to prove himself capable in this area—work- 
e regulation will abe standards the public relations officer of the Ninth HARRY L. PYLE lacs sft aie duindiien th # | 
which companies will be expected to Air Force in Europe under General Hoyt _deagao ee ee a eo ee 
lhere. The new requ rements will elimi- Vandenberg. In 1945, he was named eS ue , ganization and the full backing of modern 
nate the existing fusion in so far as director of public relations for American Fidelity Mutual Life “gy og me training, promotion and advertising materials 
ay 6 ee ee mpanies Overseas Airlines, and later for the that at its June ag . = eee and methods. If you believe you are that man 
te investment income is con- parent company, American Airlines. directors, Harry L. | yle was electe: 4 i! ‘at ; 
é The new requirements will be In 1951, he entered the publishing busi- treasurer: Oliver D. Groff, Jr., was ap- Sené @ really meaningtul resume of your ac- 
( by the investment divisions of ness as publisher of Field & Retell pointed assistant comptroller and Ken- _ tivities and objectives and an indication of 
he ind y as an important innovation magazine. Mr. Wright subsequently was neth 5. Sweet, Jr., was appointed as- your expected compensation. This will be given 
n State Insurance supervision publisher of several other magazines of _ sistant financial secretary. careful consideration and, if you appear to 
the Henry Holt & Company group, in- \ graduate of the Wharton School of ‘ : 
the | ) : any & , A graduate oF ee es : offer the potential we seek, interview arrange- 
OCCIDENTAL LIFE CHANGES cluding Popular Gardening, New Home Accounts and Finance of the University aiid i i ae tent ti aoe 
James W. Rush, assistant vice pres! Guide and Home Modernizing of Pennsylvania, Mr. Pyle joined Fidelity ents will be made at a convenient time an 
lent in Occidental Life of California’s con- _Joining This Week in 1959 as executive Mutual in 1929. Subsequent appoint- place. 
troller’s division, has been appointed vice president ‘and director, Mr. Wright ments were to a and assistant 
assistant division head with general was named oe in May, 1960. treasurer and cashier. Since we market employee benefit pro- 
' An oY the frm’ 1 ~} - . f 
su m OV 1e firm’s purchasing —_—___——- r s also a graduate > ° : 
riche ' * _ at aie : | Mr. Groff is also a graduate of the grams, you can be certain that a desirable 
pers 1 and Salary administt ation de W harton School of Accounts and Finance Z - 
partments Also advanced were Thomas Public Hearings i in July of the University of P ennsylvania. He package of such benefits is a part of this 
F. DeVore and Robert M. Peters 4 joined Fidelity Mutual in 1929 and in opportunity. To secure consideration of your 
6 nets on On Aged Medical Care Bill jo°" “ice thease <tpats 
1957 was appointed assistant treasurer. qualifications, be sure you provide complete 


NO. CENTRAL ASS'T SECRETARY Public assurances have been given by Mr. Sweet is a graduate of Lafayette 


Democratic Senate Leaders that the con- 


information and send it to Box 2930, The 


re Gos! has : College anc harton School of Busi- : 
yon me os eae been elected troversial medical care for the aged issue ee ; oa Ww Pe nt 1 ‘ Eastern Underwriter, 93 Nassau Street, New 
assistant secretary of North Central 1) : : ; blic I ness of the University of Pennsylvania. York 38. N.Y 
Tl wi > > sul ct ¢ - 
Life, St. Paul, Minn., Theodore Sanborn, “™. "% the subject of public hearing He joined Fidelity in 1958 as a securities or Te 


next month in Washington. The ‘pet 
nedy-sponsored bill may be voted on be- 


pre bene announced analyst. 

















Mr. Goshey, manager of the agency : aiebitnentiinand a 
services department of North Central, f ore this <n wg of C vi ag aw ee 
. Shag of area Sie cam Renta getcr j e€ promise was given by Sen. Clinton ° . oe 
medi pomaeee 2 oe He had P of Prendent Ri N. ue chief spon- Wins Trip to Hawaii 
se -treasurer of a S auto- S°Fr ol esident Kennedys program to Robert M. Silver, Franklin Life repre- ° 
mote | a a ays ee finance health benefits for 14.2 million sentative in Coral Gables, Florida, ya Phila. General Agent 
pt elder citizens as part of the Social Se- won an all expense paid trip to Honolulu, 
BATTIN ELECTED PRESIDENT — sy mg ae ee eee Hawaii as part of the company’s Presi- 
Paina _In return, Sen. Jacob K. Javits, (Rep., dent’s Tournament now being staged. 
Maurice 1 Battin, Ministe rs Life and N, Y.), agreed to withdraw a rival GOP- His name was drawn from a container 
Casualty Union has been elected presi- backed health care amendment. That put — hol ling the names of all associates who 
lent of the Twin City (St. Paul-Minne- off a showdown on the issue for the time sold the company’s family protector plan 
apolis) Life, Accident and Health Claim _ being. on May 19. A special drive was made 
association. Other new officers are E. C The agreement came after the Senate that day on the sale of the plan and 
Munger, Northwestern National Life, voted 90-0 this week to increase social for each one sold, the associate was 
vice president; James R. Bingham, Min- security benefits for 4.4 million Ameri- allowed a chance at the Hawaiian trip. 
sters Life & 4 asualty Co., secretary, cans and to grant men the option of re- Otto Kerner, Governor of Illinois, of- 


na -— . ret ) tiie ri e - T , ; : ‘ 

d Warren F. Waterston, Mutual of tiring at age 62. They must now wait until ficiated at the drawing and drew the 
Omaha. treasure: 5 

ymaha, asurt 05. winning name. 
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JOHN F. HUBER, III 


Continental American Life, Wilming- 
ton, has announced the appointment of 
John F. Huber, III, as a general agent 
in the Philadelphia area. The agency 
is located in Bala Cynwyd, Pa. 

A A graduate of Temple University, Mr. 
iL Huber has a background of eight years 
in the field of life insurance having served 

most recently as general manager in 
Philadelphia for Life of North America. 
Active in civic and community affairs, he 
is chairman of the Temple University 

Teachers College Athletic Fund Com- 

VL/ 6- 0280 Lycoln Bla. mittee, a member of the Delaware Valley 
Coaches Association and the Philadelphia 


es SUTVAL of NEW YORK Chapter of the National Football Hall of 


Fame. 
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Skou and Hill Named by Equitable Society 





EDWARD J. SKOU 


Edward J. Skou has been appointed 
field vice president for agency affairs 
in the ten state northeastern department 
of The Equitable Life Assurance Society, 
and Frank W. Hill, northeastern field 
vice president since 1958, has been given 
a similar post in the New York metro- 
politan department. 

Mr. Skou had been agency manager 
for the company in Babylon, N. Y., for 
the last four years. He joined Equitable 





FRANK HILL 


in 1944 and became agency manager at 

Brooklyn in 1950. His Babylon organiza- 
tion ranked 14th among Equitable’s 135 
agencies last year. 

Mr. Hill joined the Society at Peoria, 
Ill., in 1946 and was agency manager at 
Albany, N. Y., for six years before 
becoming field vice president in the 
northeastern department. He will super- 
vise operations in Equitable’s 24 agen- 
cies in the New York assent area. 





LINCOLN NATIONAL MEETING 
Leading Agents Attend Biennial Pres- 

ident Club Sales Congress at Banff, 

Alberta, Canada 

One-hundred-twenty-five leading agents 
of Lincoln National Life, Fort Wayne, 
were present at the company’s biennial 
President Club Sales Congress held this 
year at the ar ag Springs Hotel, Banff, 
Alberta, Canada, June 14-18. 

Emphasis won the four-day meeting 
was on advanced underwriting, with vari- 
ous types of sales presentations forming 
the basis for discussion. 

Featured during the meeting were 
detailed presentations by four sets of 
agents, each of which were given, in 
advance, detailed information concerning 
a hypothetical industry. 

Discussing an estate planning approach 
to the industry were Robert Loeb, CLU, 
and Robert Steptoe, of Louisville and 
J. Max Abramowitz, CLU, and S. Morris 
Abramowitz, of Baltimore. 

A business insurance approach for the 
same hypothetical industry was presented 
by Howard E. English and Floyd E. 
Cripe, CLU, Chicago, and Davis War- 
shawsky and Tom S. Goodman, Cleve- 
land. 

Rounding out the program were 
speeches and special presentations by 
Lincoln Life home office representatives 
including Walter O. Menge; company 
president; Henry W. Persons, vice presi- 
dent and director of agencies; Jack E. 
Rawles, CLU, second vice president; and 
Willard C. Brudi, second vice president. 


EQUITABLE SOCIETY APPOINTS 


Pierce Named at Huntington; Bischoff 
At Babylon; Grimes and Fata 
At Seattle and Lubbock 
Equitable Society has appointed new 
agency managers at Ne Mad 
Seattle, and Lubbock, Texas, and a man- 


3abylon, 


ager to head a new agency in Hunting- 
ton, N. Y. 

William F. 
ton agency manager, forming his organ- 
ization from part of the Babylon agency 
formerly managed by Edward J. Skou, 
who recently became a field vice presi- 
dent. Louis C. 
Babylon manager. 

Ralph C. Grimes, CLU, Lubbock man- 
ager since 1955, has been made manager 
at Seattle, succeeding Richard W. Berlin. 
Moving up to the Lubbock managership 
is Frank F. Fata. 

Mr. Pierce, with Equitable since 1951, 
has headed a district headquarters in 
Huntington for eight years. Mr. Bischoff 
began as an agent for Equitable in 1950 
and has been an assistant agency man- 
ager since 1955. 

A native of Oregon, Mr. Grimes was 
an agent and district manager in Port- 
land for 15 years before being appointed 
manager at Lubbock six years ago. Mr. 
Fata began with Equitable as an agent 
while attending Southern Methodist Uni- 
versity’s Insurance Marketing School. 
He became district manager at Amarillo 
four years ago. 


Pierce is the new Hunting- 


3ischoff is the new 
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55% First Year Commission on Minimum 
Deposit Plans—With first year cash values 


© Fifth Dividend ¢ Lifetime Renewals 

© Disability Income to Pay Interest 
The Maurice Blond Agency 
The Hamilton Life Ins. Co. of New York 
15 Park Row, N. Y. C. 38 Worth 2-1280 
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O’TOOLE ASSOCIATES 


Incorporated 


Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











FIRST YEAR 
COMMISSIONS 
on 
United States Life's 
versatile Mortgage 
Protection Plan 
Increased to 


55% 














General American Life 
Actuarial Division Changes 


Several organizational changes in its 
actuarial division have been announced 
by General American Life. 
have resulted from expansion of health 
insurance activities. General American 
Life introduced a gp ge renewable 
hospitalization policy early this year and, 
since then, has recorded health insurance 
sales more than double what they were 
a year ago. 

Named to the new post of director of 
health insurance development is Oliver 
F. Siegmund, formerly manager of the 
accident and sickness development de- 
partment. In his new capacity. Mr. 
Siegmund will concentrate on devel- 
opment of General American’s health in- 
surance product line. 


The underwriting of health insurance 
—formerly handled separately from life 
—has been transferred to what is now 
known as the life and health under- 
writing department with W. Richard 
Condon as director. Named as assistant 
manager of the life and health under- 
writing department is Alvin H. Senter, an 
underwriter of long experience with Gen- 
eral American and, most recently, man- 
ager of selection for the company. 

The life and health underwriting de- 
parment has been strengthened with the 
addition of Isabelle Schmidt, who has 
had many years of experience in health 
insurance underwriting for General 
American. Joining General American 
Life in the life and health underwriting 
department is John D. Williamson, a 
graduate of the University of Pittsburgh 
and a former underwriter for Reliance 
Life and Lincoln National Life. 


The changes 








WHITE & 
WINSTON 


i ie 


The UNITED STATES LIFE 
INSURANCE CO 


New Post for R. K. Cambier 


Continental Assurance announces the 
appointment of Robert Keith Cambier as 
advanced underwriting counsel. A 1957 
graduate of the University of lowa’s Law 
School, Mr. Cambier joined Ci mtinental 
in 1960 as assistant manager“of the com- 
pany’s Chicago branch office.. He previ- 
ously had been with United States Steel 
Co. and Connecticut General Lite: 

In his new position, Mr. Cambier will 
be responsible for ‘all advanced estate 
and business insurance counselling serv- 
ices. A new and improved approach to 
programming, designed to eliminate the 
gaps between simple and advanced p 
grams, will be introduced under his direc- 
tion. 


Mr. Cambier is a member of the Chi- 
cago Peer of Life Underwriters, 
American Bar Association, and lowa Bar 
Association. 





LIFE ACTUARY 
$17,000 
Must be Fellow of Society with 
Pension background. This is excel- 


lent consulting firm in midwest. 


Refer to Job #E-715 


LIFE AGENCY DIRECTOR 
$18,000 


Fine combination company in 
New England needs man with In- 
dustrial and H.O. experience to 
head the Ordinary Department. 


Refer to Job #E-717 





MEDICAL DIRECTOR 
$14,000 


Old eastern company. Internal 
medicine experience. 


Refer to Job #E-716 








ASST. LIFE AGENCY DIR. 
$14,000 


Aggressive eastern company 
looking for young man to recruit, 
train’ and supervise General 
Agents. Excellent progress in H.O. 


Refer to Job #E-718 


JUNIOR LIFE ACTUARY 
$8,000 


Fine old New England company 
needs a young man to step into 
management training. Must have 
passed 4B Examination. Oppor- 
tunity to advance here. 


Refer to Job #E-719 





330 S. Wells St. 





Send for our free brochure, "How We Operate." No obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 64, Illinois 





A&H SALES MANAGER 
$11,000 
Fast moving A&H company 
with Life affiliate — many areas 
open. 


Refer to Job #E-720 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 






Extra Values for 
; Sub-standard Cases 


f Your sub-standard case may be eligible 
gto get insurance with his entire premi- 
um earning cash values and dividends! 
‘ Get the facts on our “years-to-age rat- 
ings”—now available—to help you offer 
a hard-to-ignore extra selling (and 
g. Service) value to your rated cases. 


Specific informa- 
tion and illustra- | 
tions are yours for I 
the asking...all 
backed by the 
reputation of one 
of the great old- 
line companies in 
the world. 





I As close to you as your telephone 


: Matt Jaffe Associates, Ltd. 


' 431 FIFTH AVENUE,N.Y. © MU 4-5779 
t General Agents 

{ The Canada Life Assurance Jj 
{ Company, Toronto,Canada J 


Heads Nassau County Ass’n 





DONALD C. MARTIN 


Donald C. Martin, CLU, has 
elected president of the Nassau County 
Life Underwriters 
membership of 275 


been 
Association, with a 
full-time life insur- 
ance agents. 

Mr. Martin is district manager of Me- 
tropolitan Life’s Floral Park office. He is 


a resident of Garden City where he 
serves on the board of deacons of the 
Garden City Community Church. He is 


also a member of the board of directors 
of the Long Island General Agents and 
Managers Association and is currently 
serving as vice president of the Long 
Island Chapter of the Rensselaer Alumni 
Association. 

Also elected were: 
vice president, Vincent jurns, New 
York Life, Garden City; educational vice 
president, Victor Goldberg, CLU., Mutual 
3enefit, Garden City; membership vice 
president, Richard Ejichenberger, Pru- 
dential, Garden City; public relations vice 
president, Marshall A. Rubenstein, Citi- 
zens of New York, Hicksville; secretary, 
Jack Huttar, New York Life, Garden 
City; treasurer, Francis Minutola, CLU, 
Metropolitan Life, Massapequa. 

Harry K. Gutmann, CLU, president of 
the New York State Life Underwriters 
Association, presided at the installation 
of these new officers. 


Administrative 


NEW CLUB ORGANIZED 





Home Office Life Underwriters Club of 

Greater New York Formed Here; 

75 at First Meeting 

Seventy-five life underwriters gathered 
at the Guardian Life headquarters recent- 
ly to organize the new Home Office Life 
Underwriters Club of Greater New York. 
The Club will be made up of men in the 
New York metropolitan area who have 
been underwriters with legal reserve life 
insurance companies for three years or 
more. It will attempt to 
knowledge of their work 
through panels discussions, and talks on 
all phases of life underwriting. 

Preceding the first business meeting, 
speeches were made by Charles A. Will, 
underwriting secretary of Guardian Life, 
William F. Ward, vice president-under- 
writing of Mutual 
Manuel M. Gorman, 
counsel for LIAA. 

William A. McCartney, Equitable Life, 
was elected president of the Club. Vice 
President is Frank Webster, of Mutual 
Of New York, who will also 
chairman of the program committee. 
Home Life’s Wayne Whittemore was 
made _ secretary-treasurer. 

“he organization committee included 
the three new officers, as well as Daniel 
J. Duane, Metropolitan; Victor Gomes, 
New York Life; Warren Hopkins, The 
Prudential; Jack Rowland, Mutual Bene- 
fit Life; and Melvin S. Taub, Guardian 
Life. 

The new Club plans to meet on the 


increase its 
members’ 


Benefit Life; and 


associate general 


serve as 


sec- 
ond Wednesday of January, March, May, 
September, and November. Home Office 
Life Underwriters in the Greater New 
York area who wish to join the Club 
should contact Mr. McCartney for ad- 
ditional information. 


Occidental Field Changes 

Carl E. Beckman has been appointed 
manager of Occidental Life of Cali- 
fornia’s Davenport, Ia., branch office, 
and Edward R. Burke has been named 
to succeed him as brokerage manager, 
according to Earl Clark, CLU, vice pres- 
ident in charge of agencies. 

Mr. Beckman joined Occidental in the 
Davenport branch in 1956. He is presi- 
dent of Rock Island (Ill.) Life Under- 
writers Association and vice president of 
Illinois Association of Life Underwriters. 

Mr. Burke, formerly assistant branch 
manager, joined the company in 1957 and 
is a member: of Davenport Life Under- 
writers Association. 





for the right man. 
Salary open. 








LIFE UNDERWRITER 


Large life company located in Southwest has opening for life 
underwriter with five to ten years’ experience. Excellent opportunity 


Write, giving details on education, experience, including present 
underwriting limits and salary requirements to Box 2923, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 











Cecil and Wife Killed in Collision 


President of Continental L. and A., Boise, Idaho; Formerly 
Prominent in Philippines and California 


Robert E. Cecil, CLU, president of 
Continental Life and Accident Co. of 
Boise, Idaho, and his wife, Sue, were 
killed instantly June 17 in a head-on 
automobile collision on U. S. Highway 40 
near Lovelock, Nev. Three 
the other automobile involved in the early 


persons in 


morning wreck also died. 

Mr. Cecil became president of Con- 
tinental L. & A. February 1, 1959 after 
nearly 30 years of association with West 
Coast Life in the Philippines and Cali- 
fornia. During his two years as president 
of Continental the company increased 
its insurance in force from $30 million 
at the end of 1958 to more than $72 mil- 
lion. at the end of 1960. 

Mr. Cecil began his insurance career 
at Manila in 1930 after graduation from 
the Stanford University School of Business 
and a year in import-export work in the 
Philippines. Within five years he became 
*hilippines manager for West Coast Life. 

He married Sue Elizabeth Jurika, whom 
he had met at Stanford, soon after his 
arrival in the Philippines, and the couple 


had three young children 
Taken Prisoner by Japanese 
Mrs. Cecil and the children returned 


to the United States in October, 1941, 
while Cecil stayed on in Manila to carry 
ut his business responsibilities. 

Taken prisoner by the Japanese in 
January, 1942 he spent 40 months in the 
Santo Tomas and Los Banos internment 
camps. During his imprisonment he was 
a member of the seven-man executive 
committee which the Japanese permitted 
to administer and direct camp and pri- 
soner functions. 

Ater his liberation in April, 1945, Mr. 
Cecil returned to the United States for 
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Ansear 


ROBERT E, CECIL 


extended home leave and physical re- 
habilitation. He was appointed manager 
of the Los Angeles branch office of West 
Coast Life in February 1946; was pro- 
moted to superintendent of agencies for 
Southern California and Arizona in 1950; 
and, then was transferred to West Coast 
Life’s home office in San Francisco to 
direct field training and agency building 
activities. He left that position to be- 
come Continental L. and A. president. 
In Boise he belonged to Chamber of 
Commerce, YMCA Boise Rotary Club 
and Manila Cathedral, St. Peters of San 
Francisco, and All Saints Church of 
Boise. 

In 1960 he became president of the 
Idaho Life Convention and chairman of 
the Health Insurance Council for Idaho. 
He was a former president of San Fran- 
cisco Chapter of Chartered Life Under- 
writers; former vice president of the 
American Society of CLU, former first 
vice president otf Los Angeles Life In- 
surance Managers Association and for- 
mer vice president of the Life Under- 
writers of San Francisco and director of 
Los Angeles LIUA. 

During his career he had been presi- 
dent of the Manhattan Beach, California, 
Chamber of Commerce, treasurer of the 
American Chamber of Commerce in Man- 
ila, and president of the Philippine 
Society of Southern California. His fra- 


ternal affiliations include Theta Delta 
Chi, Delta Theta Phi legal fraternity, 
Manila Masonic Lodge, Scottish Rite 


and the El Korah Shrine. 

The Cecils are survived by four chil- 
dren, Mrs. Clark Myers, wife of a civilian 
official with the Department of the Army 
in Munich, Germany; Robert S. Cecil, an 
Annapolis graduate and former Air Force 
officer now attending the Harvard Grad- 
uate School of Business; Stefani Cecil, 
a 1961 Stanford graduate now working 
with the American Express Co. in Paris, 
France, and Rika, 13, who now plans 
to join her older sister in Germany. 
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Pension and Estate Sales 
Director for Colonial 





CLAUDE J. TALBOT 


The Promotion of Claude J. Talbot, 
CLU, to director of pension and estate 
sales for Colonial Life of America was 
announced by W. Thomas Fiquet, vice 
president, Ordinary agencies. Mr. Talbot 
has been assistant superintendent of 
agencies—training since February, 1960. 

Mr. Talbot is a graduate of Columbia 
University where he majored in eco- 
nomics and received his Bachelor of 
Science degree cum laude. During World 
War II, he served in the Adjutant Gen- 
eral’s Department in the records and 
administration division in the Mediter- 
rean Theatre of Operation. 

After the end of hostilities, he became 
engaged in public relations with the De- 
partment of Defense in New York City. 
Later, he became associated with General 
Foods Corporation as sales area man- 
ager. He started his life insurance career 
as an agent with the New England Life 
in Newark. He consistently qualified for 
the company’s top production club—the 
Leaders Association, and completed his 
CLU studies in two years. 

Mr. Talbot is a trustee of the Newark 
CLU Chapter. He is also a member of 
the liaison committee of the Newark 
Chapter, LUTC and is company repre- 
sentative in the New York Area Train- 
ing Directors Association. He is a former 
director of the Newark Life Underwriters 
\ssociation and of the Estate Planning 
Council of Northern New Jersey. 


MDRT Meeting 
(Continued from Page 3) 


Life, Cincinnati, was moderator. Par- 
ticipating panelists were Robert P. Bur- 
roughs, National Life, of Vermont, Man- 
chester, N. H.; Paul W. Cook, CLU, 
Mutual Benefit, Chicago; John O. Todd, 
CLU, Northwestern Mutual, Evanston, 
Ill.; and Grant Taggart, California-West- 
ern States Life, Cowley, Wyo. 

Final speaker of the meeting’s con- 
cluding session Thursday morning was 
another past chairman of the MDRT, 
Ron Stever, CLU, Equitable Society, Los 
Angeles, who explained that his produc- 
tion pattern is a plan of action based on 
five fundamentals. They are an adequate 
plan of prospecting; an organized routine 
which becomes largely automatic; a con- 
siderable degree of specialization; a de- 
finite plan of building prestige and the 
ability to visualize objectives. 

When the time comes for arranging 
an appointment, Mr. Stever never calls 
a new prospect, unless he knows him per- 
sonally, without first writing him a pre- 
approach letter. He follows three rules: 
Make it very brief and to the point; call 
attention to a particular problem or serv- 
ice that he proposes to discuss; and close 
by stating that he will phone at a spe- 
cified time to arrange for an interview. 

“This letter not only makes it easier 
to sell an interview, it keeps me disci- 
plined,” said Mr. Stever. “If I have al- 
ready told a prospect that I am going 
to call, then I am obligated to make that 
call and do it on time.” 


Omaha Cos. Honor Clubs 


Mutual of Omaha and United of Omaha 
have announced that 1,327 agents with 
the companies achieved honor club mem- 
bership for the year 1960. Of this group, 
85 producers qualified for membership 
in Presidents’ Club, the top honor or- 
ganization of the companies. 

Over 100 members received special 
recognition from United of Omaha for 
their life insurance production. To qual- 
ify, an agent had to produce $250,000 
life insurance during the year, excluding 
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BROKERAGE SUPERVISOR 


One of the oldest and most active life insurance agencies in the company 
has need for an experienced man. Three men employed by this agency have suc- 
ceeded to the Presidency of several companies. Our current President was pro- 
moted from the ranks. Established unit offered. Salary plus liberal commissions. 
Your reply will be kept in strict confidence. Write Box 2928, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 

















annuities, Group and single premium. qualify for honor club membership, and 
A spokesman for the companies said an increase of more than 30% over 
that it was the largest number to ever 


the 1959 membership. 
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BRING IT AROUND! 


Group is the fast way to increase your earnings — both through your Group 
commissions and through the contacts you establish in selling a Group case. 
Ask your Eastern Life General Agent for a proposal on your next Group Life 


case — minimum, ten lives. 


ies 
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EASTERN LIFE  |__ sewrons7, sew vont mu 7-1920 


INSURANCE COMPANY OF NEW YORK 


General Agency Opportunities Available In: 
Connecticut, Delaware, Florida, Michigan, 
New York, Pennsylvania, District of Columbia 


Contact: Murray April, Director of Agencies 
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J. M. Bryan to Retire 





JOSEPH M. 


BRYAN 


Joseph M. 
of Jefferson 


Bryan senior vice president 
Standard Life 1956, 
will retire on July 1 concluding 30 years 


since 
of service with the Long active 
Life 
vention, he served as president of 
during 1955-1956 

Mr. Bryan 


the board and 


company. 
Con- 


ALC 


in affairs of the American 


chairman of 
a member of the executive 
the Pilot Life, 


announcement, 


will remain 


committee of according 


to the and will remain 
a member of the board of directors and 
a member of the committee of 
Jeffe 

\ veteran executive in radio and tele- 
well as in the life insurance 
field, Mr. Bryan also will remain presi- 
dent and a member of the board of direc- 
tors of the Jefferson Standard Broad- 
casting Co. The latter owns and operates 


Stations WBT-WBTYV in Charlotte, N. 
C., and Station WBTW in Florence, S. C. 


executive 
rson Standard Life 


vision as 


With the exception of the late Julian 
Price, for many years president of Jef- 
ferson Standard, Mr. Bryan holds a 


record for years of service as an officer 


of the company 


\ native of Elyria, Ohio, Mr. Bryan 


was a member of the New York Cotton 
Exchange for eight years before becom- 
ing associated with Jefferson Standard in 
1931. He served as secretary from 1933 
to 1936, and in that year was elected 
a vice president. He was elected first 
vice president in 1947 and senior vice 
president, a newly created’ position, in 
1956 

He has been active in other phases of 


the financial and business fields, and is a 
member of the board of directors and the 
executive committee of the North Caro- 
lina National Bank. 


Craig A. Turner Retires 
From Provident Mutual 


Craig A. Turner, assistant manager ac- 
counting 2 tment of P rovident Mutual 
Life of Phi ladelph lia, retired June 28 
under the company’s retirement plan. 

Mr. Turner, an officer of the 
first became associated with Provident 
Mutual in 1919, and in 1947 was named 
assistant manager acc ry department. 
He is past president of the Philadelphia 
Chapter of the National "Office Manage- 
ment Association. 


company, 


Mr. Turner served in the 
World War I. During World War II 
he was active in the Civilian Airplane 
Warning Service and received the Treas- 
ury Department’s Silver Award for his 
outstanding efforts in War Loan Drives. 
He further served his community as a 
member of Selective Service Board 109, 
of Norristown 


Army during 


Aetna Life Meeting 


(Continued from Page 1) 


ing and dynamic, I promise my policy- 
holders a periodic personal review of 
their program to make sure it will actu- 
ally meet their needs whenever misfor- 
tune may occur,” he said. 

Terming prospecting the key to suc- 
cess, Mr. Sloane said that the life in- 
surance man’s conviction that he is per- 
forming an indispensable service by tell- 
ing people about his product makes 
prospecting easy and enjoyable. 

“Proper prospecting provides a core 
of loyal and devoted clients and makes it 
possible to open the door to true profes- 
sionalism with the highest standards of 


” 


service,” the said. “But beyond all this 
is the greatest reward of all—the per- 
sonal satisfaction that comes from see- 


ing life insurance in action. 

Robert B. Coolidge, senior vice presi- 
dent, led the speakers at the second busi- 
ness session, which was conducted by 
James R. Greer, Buffalo general agent. 

Mr. Coolidge urged his listeners to re- 
gard the life insurance business as a 
true vocation, or calling, not merely 
aS an occupation. 

‘Every outstanding life underwriter 
that I know has strong convictions about 
life insurance and about his vocation of 
selling and distributing it just as widely 
and as skillfully’ and as intelligently as 
he possibly can.’ 

Mr. Coolidge pointed out that life, 
health and Group insurance and pension 


plans are unique financial instruments 
and investments. “They all produce 
money when money is most needed. They 
mature at just the right moment They 


provide income when income stops. 

The life insurance man can strengthen 
his conviction, \Mir. Coolidge said, by 
never forgetting that “on every call you 


make you may be the most important 
caller the prospect has ever received. 
And you may have one of the most im- 


portant and urgent messages that he has 
ever heard.” 


Other Speakers on Program 


Other speakers were Sumner Rodman, 
CLU, Boston; W. Ray Hutch, Hartford 
general agent; Hubert R. Enders, man- 
ager of accident and health sales, and 
Robert F. Pleu, Buffalo 

In a talk titled “Million Dollar Ideas,” 
Mr. Rodman advised his audience to 
seek fresh concepts of the problem solv 
ing abilities of life insurance and to use 
meaningful terms in describing them to 
clients. 

Phrases such as “shock absorber in- 
surance” instead of key-man insurance, 
and “second generation insurance” when 
talking to fathers about coverage for 
their often spark interest and a 
desire for more information, he said 
“If your goals are purposeful and mean 
ingful, your attitude will reflect itself 
in your presentation. People will want 
to do business with you.” 

Predicting continued steady growth in 
the Group insurance field, Mr. Hutch 
cited three strong centers of demand for 
Group coverage: employes, employers 
and the public at large. 

Pointing out the importance of Group 
insurance in modern employe-employer 
relationships, Mr. Hutch said the overall 
public good the coverage provides is 
often overlooked. “If all Group plans 
in the country were suddenly canceled, 
we would have a major economic catas- 
trophe on our hands. Death benefits af- 
forded by Group insurance keep many 
families from going on relief, while dis- 
ability benefits, hospitalization, major 
medical and pension plans keep addi- 
tional thousands from becoming charity 

cases.’ 

Mr. Enders called for increased empha- 
sis on professional programming of ac- 
cident and sickness insurance plans and 
said a prospect’s “health estate” should 
get the same before-the-sale service a 
life insurance client receives. 

“Because there is not as yet the same 
high uniformity in sickness and accident 
policies as there has been for many years 
in life insurance policies, there is even 
more reason for the careful analyzation 
of a health estate than there is for the 


sons 
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OPPORTUNITIES NOW AVAILABLE 
FOR GENERAL AGENTS AND FIELD REPRESENTATIVES 

Since 1877, we have been offering BENEFIT membership with low-cost 
insurance protection. NOW, Royal Arcanum (one 
Benefit Societies in the U. S. and Canada) is undertaking a giant expansion 
program. We are looking for AGGRESSIVE FIELDMEN who would like to 
grow into their own agencies and QUALIFIED GENERAL AGENTS. 

We offer an exceptional CONTRACT with a HIGH commission scale, 
vested LIFETIME renewals, bonus for persistency, and a proven portfolio of 
modern certificates. Apply only if you are a self-starter. Your territory may 
be open! Write about background to: 

SANFORD F. 
Director of Agencies and Field Activities 


a 


RCANUM 


PROVIDING FAMILY PROTECTION 


of the oldest Fraternal 


GILBERT 


5 Beekman Street 
New York 38, N. Y. 








Joins Editorial Board of 


Estate Planners Quarterly 


I. Meyer Pincus, New York City at- 
torney, specializing in the tax and estate 
fields, has been appointed to the editorial 
board of Estate Planners Quarterly. Mr. 
Pincus has written and lectured exten- 
sively on estate planning. He is a fre- 
quent speaker before insurance, account- 
ing and other professional groups. He 
also serves as tax consultant to the law 
firm of Javits, Moore and Trubin, of 
which Senator Jacob K. Javits is a mem- 
ber. 

Mr. Pincus joins an editorial board 
consisting of Solomon Huber, CLU, edi- 


tor and founder of Estate Planners 
Quarterly; Lawrence J. Ackerman, dean 
of the University of Conn. School of 
Business Administration; George Byron 


Gordon, director of advanced underwrit- 
ing service of ‘Mutual Benefit Life; 
Melvyn Jay Huber, associate general 
agent for Solomon Huber Associates ; 
Robert J. Lawthers, director of benefits 
and estate planning of New England 
Mutual; Hal L. Nutt, CLU, director of 
Purdue University’s Life Marketing 
Institute; Sydney C. Winton, New York 
City attorney; and Samuel L. Zeigen, 
general agent of Provident Mutual Life. 
Lee Rosler is director of publications. 

Estate Planners Quarterly, a hard- 
cover-book-publication of actual sales 
presentations is published by the Farns- 


worth Publishing Co., Inc., 225 West 
34th Street, New York City. Subscrip- 
tion rate is $10 per year. 


Estes Park Convention 

Columbus Mutual Life and Ohio State 
Life held a four-day convention June 
26-29 at the Stanley Hotel in Estes Park, 
Colo., for their home office and field per- 
nena Meetings were conducted on Ac- 
cident and Sickness and Group insur- 
ance, prospecting and uses of audio- 
visual. Uses of new programming and 





insurance planning materials were also 
discussed. 
life insurance estate,” Mr. Enders ob- 


served. 

In a speech on business life insurance 
opportunities, Mr. Pleu gave a_ three- 
point formula for success: product 
knowledge, gaining an entree on a fav- 
orable basis, ciel the ability to get all the 
necessary facts about the businessman 
and his business. 

Mr. Pleu said that most business own- 
ers are happy to give the facts about 
their operations. “And the more suc- 
cessful a man ds, the freer he is with his 
information if you have his confidence. 
He is proud of his accomplishments.” 

Karl W. Punzak, manager of advanced 
underwriting sales, and H. Dudley Cot- 
ton, assistant manager of pension trust 
sales, led an advanced underwriting sem- 
inar to close the session. 

Nearly 500 Aetna Life representatives 
qualified for this year’s series of con- 
ferences. 





PERSONNEL 
ooo SERVICES, INC. 


"Specializes in Insurance" 

ACTUARIES $15-25,000 
Associates or Fellows with top background 
in Ordinary or Pension. 

GENERAL AGENTS. ................2ccc00000+ $15-25,000 
Solid Life & A & H for N. Y. C., N. J., 
Pa., Me. 

LIFE UNDERWRITER 12,000 
Solid Ordinary for Top N. Y. C. future. 

TRAINING MGR. ASST. ... * ." 10,000 
Top midwest life co. man for 
Agency department. 5-+- yrs. fold & mgmt. 

GROUP pe ae ey 10,000 
N. J. operation & 5+- yrs. experience ‘will 
jo. 

SUPT. OF AGENCIES ...............00...00 $ 10,000 
vig I brokerage helps and it's a N/Eng. 








ASST. SUPT. AGENCIES ................... $ 8,5 
3 yrs. life aoaet. & you move to Calif. 

Bet lOO 
Individual experience for N. Y. C. H. 0. 


50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 














Chicago General Agent 





RICHARD F. PRATT 


Richard F. Pratt, 
been regional supervisor of agencies for 
Jefferson National in Ohio and Michigan 
been 


who recently has 


general agent in 
the Berkshire Life 


appointed 
Chicago for 

Under Mr. 
of Berkshire 


has 


Pratt, 
Life 


the Chicago offices 


will become both a 


brokerage and full-time agency. Louis 


B. Carpenter, who has been managing 
the agency, associate gen- 
eral agent with responsibility for broker- 
age development. 

Mr. Pratt has been in the life insurance 
business since 1944 when he joined Con- 
necticut General in Indianapolis as an 
agent. He later became manager of 
that agency and served in that capacity 
for nine years. 


has become 
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A. L. Leonard New Pres’t 
Of New York CLUs 


SCHOOL OF INSURANCE DEAN 





Vice Presidents Are Wilbur Neustein, 
D. L. Shepherd, R. W. Banfield; 
Rosan, Geiger, Konikow on Board 





A. Leslie Leonard, dean of the Insur- 
ance 'Society’s School of Insurance, was 
elected president of the New York Chap- 
ter of GLUs on June 28. This is a signal 
honor as Mr. Leonard has also served as 
president of the New York Chapter of 
CPOUs, the companion professional as- 


Sat 4 


‘A. LESLIE LEONARD 


insurance — business. 
Other newly elected officers are 


sociation in the 
as fol- 
lows: 

Executive vice president—Wilbur Neu- 
stein, The Prudential; educational vice 
president—Donald L. Shepherd, Equi- 
table Life of Iowa; public relations vice 
president—Richard W. Banfield, Home 
Life; treasurer—Alfred Cranwill, Insti- 
tute of Life Insurance, and secretary— 
Henry Schainholtz, Mutual Benefit Life. 
Howard J. ‘Rosan, Continental Assur- 
ance, was chosen to serve as a director 
until June, 1962; Glenn G. Geiger, New 
England Life, and Gershen Konikow, 
Monarch Life, were named to the board 
to serve as directors until June, 1963. 


President Leonard’s Background 


Mr. Leonard, Rutgers University 
where he received a B.S. cum laude de- 
gree in business administration and M.A. 
degree in economics, also holds a pro- 
fessional diploma in educational adminis- 
tration of colleges and universities from 
Columbia University where he is now 
doing graduate work. He is a member 
of Kappa Delta Pi, national honor so- 
ciety in education; Tau Kappa Alpha, 
national honorary debating society and 
Psi Chi, national honorary psychological 
society. 

At the start of his business career Mr. 
Leonard was a life insurance agent. After 
serving two years in the U. S. Navy he 
joined the Insurance Society as an edu- 
cational assistant. He was appointed as- 
sistant dean in 1952 and dean in 1958, His 
devotion to the business and his concern 
for upgrading of insurance personnel 
through education have resulted in con- 
siderable expansion of the school’s cur- 
riculum and facilities. Plans are cur- 
rently underway to achieve degree-grant- 
ing powers as an insurance college. 

He resides in Scotch Plains, N. J. 
with his wife and six children and is ac- 
tive in local government. 

Eugene D. Badgley, CLU, assistant vice 
president, Equitable Life Assurance So- 
ciety, was the luncheon speaker. His 
topic was “Charitable Gifts—Insurance 
or Cash.” 





Underwood Heads N. Y. Life 


Investment Department 
Wilson M. Underwood will be if charge 
of the investment department of New 
York Life effective July 1, according to 
Clarence J. Myers, chairman of the board 
and president. He will succeed Everett G. 
Judson, recently resigned to be- 
come a vice president in the underwriting 
department of the First Boston Corp. 
Mr. Underwood joined the company in 


who 


1951 as supervisor of the public utilities 
portfolio. He was made an assistant vice 
president in 1954 when he moved to San 
Francisco to open the company’s first 
field investment office there. He returned 
to New York in 1958 and was made a 
second vice president in the same year. 
He was elected a vice president in May. 

Mr. Underwood is a graduate of Union 
College and holds a master’s degree in 
business administration from New York 
University. 


Opens New General Agencies 

Protective Life of Alabama has opened 
two new general agencies in Shreveport, 
La., and Canton, Ga. The Shreveport 
agency is under management of K. E 
Bailey, Jr, GLU. Mr. Bailey had been 
vice president and agency director with 
Lee National Life in Shreveport 

John R. Holbrook will manage the 
Canton agency. Mr. Holbrook has been 
in the insurance business since 1956, 
most recently with American Invest- 
ment Life. 





Ever Seen an Actuary 





The other day we did, soon after we asked a 


Junior Actuary this question: 


“How many combinations of policy and rider 
can The Manhattan Life issue as of now? Must be 
an awful lot of ’em. There are 55 policies and 18 
riders, and most every rider can be attached to 


ze Blow a Fuse? 


the more the machine got agitated, jumping like 


a frog. The figures in the peep holes kept getting 


bigger and bigger. 

Then it happened — FAST. The machine quit 
cold; the light went out. 

Our Actuary looked perplexed. ‘““Must have 


most any policy. Then you’ve got to figure that 
just about everything is issued up to 1,000% 
Mortality, which means, in most cases, twelve 
sub-standard tables, A through FZ. Don’t bother 
about all the ages we issue at or the different 
year-spans of each rider.” 

The Actuary scowled a bit, then stroked his 
chin as he meditated. 

All of a sudden, he started manipulating keys 
on an ultra modern, if small, computing machine. 
Reminded us of a piano virtuoso at the 
ivories. The more keys the Actuary punched, 


THe MANHATTAN LIFE 








pone 
Pee) 


blown a fuse! Too many combinations for this 
small machine to handle,” he muttered. ‘“The big 
machine is tied up. How about coming back next 
week?” 

Sorry, but we couldn’t get the answer by press 
time. Let’s just say this for the moment: The Man 
from Manhattan Life can offer you a big range of 
sales-closing combinations. With few exceptions, 
the underwriting goes to 1,000% Mortality, 
which means a lot when you have a ‘“‘tough one.”’ 
Call The Man from Manhattan and tell him 
your problems. 

Over $1,500,000,000 of Insurance in Force 


INSURANCE COMPANY 


of New York, 


Home Office: 111 West 57th Street 
New York 19, N. Y. 
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Worthington Discusses 
Replacement Problem 


ASSOCIATION 
Home Life Chairman Says Recognition 
That Problem Exists is Starting 
Point of Its Solution 


DETROIT TALK 


Pi ng mg chairman of 
Home lite of New York, spoke on the 
problem of pit replacement at the 
at meeting of the Detroit Life Under- 
writers Association. Mr. Worthington, 
who is also president of the Life Insur- 
ance Association of America, discussed 
the historical background of the problem 
and outlined some of the measures avail- 
able to the industry and individual life 
insurance men to curb abuses in this 
vital area 

At the start of his talk, Mr. Worthing- 
ton said, “Recognition that a problem 
exists is the starting point of its solu- 
tion.” He cited other problems which 
in past decades confronted the industry 
and were successfully met once com- 
panies and life underwriters agreed on 
the need to work together toward a 
solution 

In tracing the 


William 


background of the in- 
surance replacement problem, Mr. 
Worthington recalled that in the early 
20’s thoughtful insurance leaders in com- 


pany home offices and in the field be- 
came concerned over the increasing 
save r of older policies being sur- 


rendered in order to purchase newer pol- 
icies at supposedly more advantageous 
rates. Recognition of the harm this could 
cause both to policyowners and to the 
business as a whole led to united action 
and a spirit of co-operation which soon 
brought the problem under control. 


Unity of Purpose and Action 


“Now that we are again faced with 
this problem, we must again find the solu- 
tion through unity of purpose and ac- 
tion,” Mr. Worthington stated. As evi- 
dence of this sense of unity, he pointed 
out that the problem of replacements 
headed the list of subjects submitted by 
both the company organizations and the 
National Association of Life Underwrit- 
ers for discussion at a recent joint com- 
mittee meeting 

An outcome of 
Worthing 


ing that 


that meeting, Mr. 
ton said, was a resolution stat- 
“it is seldom in the best of in- 
terest of a policyowner to surrender or 
lapse an existing policy of permanent 
life insurance and replace it with new 
insurance.” The basic reason for this, the 
resolution went on to say, is that “the 
attractiveness of a life insurance policy 
aS an investment increases as the policy 
grows older.” Since the costs of selling 
and issuing a policy are charged against 
the premiums paid in early policy years, 
“the replacement of an old policy by 
new one means that the ihe dh 
must pay these costs twice.” 

Mr. Worthington reported that the 
resolution was submitted to the National 
Association of Insurance Commissioners 
— apy roved i in principle by that organ- 

zation. “Adequate legislation to imple 
nent the resolution’s principles,” he pre- 
dicted. “will be supported by all life 
insurance people whose motives are truly 
in the interests of the insuring public.” 


S. L. Rice, Jr., Retires; 
Succeeded by Carl Foss 


Statton L. Rice, Jr. Albany general 
agent for Equitab le Life of Iowa for the 
past 24 years, has announced his retire- 
ment trom managerial duties, effective 
July 1. He will continue to represent 
the Equitable as special representative. 
Named to succeed him was Carl Foss of 
Schenectady. 

Mr. Rice joined the 
representative of its Harrisburg, Pa.. 
agency in 1922. In 1937 he was advanced 
to general agent of the company’s Al- 
bany agency ’ 

Mr. Foss, a native of Schenectady, 
began his life insurance career as a 
Schenectady representative of The Pru- 
dential in 1953, advancing to division 
manager in 1957. ; 


Equitable as a 


STATE MUTUAL PROMOTIONS 





D. E. Treadwell Underwriting Manager; 
Ellis, Johnson and Saari Made 
Underwriting Assistants 

Donald E. Treadwell was promoted to 
underwriting manager of State Mutual 
Life of America. Ralph W. Ellis. Jr., 
Albert L. Johnson, and Herbert A. Saari 

—all previously senior life underwriters 
—were each advanced to the position of 
life underwriting assistant. 

Mr. Treadwell, an officer of the com- 
pany, gr raduated from Boston University 
with a B.S. degree in 1943. He served 
three years in the Army during World 
War II, before going to State Mutual 
as an underwriter in 1947. He was pro- 
moted to senior underwriter in 1951, to 
underwriting supervisor in 1954, and to 
assistant manager of the underwriting 
department in 1957. Mr. Treadwell is a 
member of the Worcester Economic 
Club. 

Mr. Ellis graduated from Clark Uni- 
versity in 1950. After two years’ serv- 
ice in the Army, he joined the under- 
writing department at State Mutual in 
1953 and was promoted to senior life 
underwriter in 1960. 

A graduate of Worcester Junior Col- 
lege and Clark University, Mr. Johnson 
went to the company as an underwriter 
in 1953 and was promoted to senior life 
underwriter in 1959. 

fr. Saari joined State Mutual Group 
sales department as a trainee in 1952 
after his (Bre aduation from Emerson Col- 
lege in Boston. He entered the under- 
writing department in 1954 and was ad- 
vanced to senior life underwriter last 
year. 


E. Thomas Higgs Appointed 
Ass’t Secretary by Postal 


E. Thomas Higgs has been named as- 
sistant secretary for data processing of 
Postal Life of New York, it was an- 
nounced by Howard M. Watne, secre- 
tary and treasurer. Mr. Higgs recently 
completed training at the IBM Program- 
ming School for 1401 (electronic data 
processing system) and will be placed 
in charge of the new data processing sys- 
tem to be installed in the company. 

Mr. Higgs, formerly the tabulating 
supervisor of Postal’s IBM department, 
has spent over 14 years in IBM work. 
In reviewing his eight years with Postal 
Life, Mr. Higgs mentioned that the 
company now has more than four times 
the amount of data processing equipment 
than when he first joined the depart- 
ment. 

Prior to joining Postal Life he was as- 
sistant supervisor of the IBM depart- 
ment at North American Reassurance. 








what, no matter when! 











LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 














eS Guide to More Commissions 


"Round The Clock 


UNIVERSAL ACCIDENT INSURANCE PROTECTION 


© 24 hours-a-day protection. No matter where, no matter 


@ $1.50 per $1,000 Annual Protection. 
®@ $10,000 to $100,000 Accidental Death, Dismemberment or 


loss of sight insurance available for ages 16 through 70. 
© High commissions paid each and every year. 


For Service 


Contact Your General Agent or 


STANDARD SECURITY LIFE INSURANCE CO. OF NEW YORK 
| Y.— Tel. AL 4-0510 


111 Fifth Avenue, New York 3, N. 


GROUP UNDERWRITER 


Well established West Coast company requires experienced 
Group Underwriter. Group Life experience desirable but not essen- 
tial. Minimum 5 years Group A&S underwriting is essential. Famili- 
arity with all phases of Group from proposal to final underwriting 
and issue. Adequate salary and liberal benefits to qualified man. 

Please send resume and recent photograph to Box 2929, The 
Eastern Underwriter, 93 Nassau Street, New York 38, New York. 








Seaboard Life Expanding 

Seaboard Life of America, Miami, has 
extended its operating area to 17 states 
with the opening of the Custom Insur- 
ance Agency, Inc. in Boston, it was an- 
nounced by Samuel Kosman, Seaboard’s 
president. The new agency 
sent the Miami-based Seaboard company 


will repre- 


throughout Massachusetts. : 
The company has appointed four new 
general agents who will be associated 


with the Custom agency. They _ are 
Robert E. Curtis, Jr., Arthur F, Law, 
Theodore D. Mann and Elliott Rose. 


The latter will make his headquarters in 
Miami, with his responsibilities centered 
on the Boston operation. 

All four men have had extensive back- 
grounds in the selling end of the insur- 
ance field. Mr. Curtis, who has been an 
independent producer since 1953, attained 
life membership in the Million Dollar 
Round Table in 1956, and Mr. Law qual- 
ified for that group as an independent 
agent both in 1959 and 1990. Mr. Mann 
is president of his own insurance brok- 
erage firm in Boston, Theodore D,. Mann 
& Co., and since 1960 has been a mem- 
ber of the Executive Council for the 
Insurance Brokers’ 
achusetts. Mr. Rose 
in the Florida area since 


Association of Mass- 
has been an agent 
1957. 


"Round The World 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











One Year Term Provision 


Equitable Life of Iowa has introduced 
to its field force a new one year Term 
insurance provision designed primarily 
for use in connection with “level-benefit” 
split-dollar plans. 

Under this provision, dividends are 
left to accumulate at interest and a por- 
tion of this accumulation is automatic- 
ally withdrawn each year to provide one- 
year Term insurance in an amount equal 
to the year-end cash value. Thus the 
death benefit to the daredt’s benefici- 
ary is maintained at a level amount. 

This provision is available to both 
standard and substandard risks, and may 
be added to existing contracts. 


Security Benefit Life 


Home Office Promotions 
Security Benefit Life, Topeka, has 
promoted seven members of the home 
office staff, according to an announce- 
ment by 7. H. Abrahams, president. 
Harry McDonald, group director and 
Henry Wanke, chief underwriter, were 
appointed assistant vice presidents. H. 
». Roberts, M. D., was appointed asso- 
ciate medical director; A. F. Triska, 
comptroller; Donald E. James, auditor 
and Roland Parmley, reinsurance secre- 


tary. 
Security Benefit’s operating territory 
embraces 42 states, District of Colum- 


bia and Puerto Rico. 


State Mutual Sales Up 30% 


Total life insurance sales for State 
Mutual Life of America during the first 
five months of 1961 were 30% ahead of 
the comparable 1960 results. 

Through the end of May the company 
reported new life insurance sales of 
$220,219,000, compared to $168,948,000 in 
the same period a year ago. The gain 
was mainly due to Group life insurance 
sales which totaled more than $134,000,- 
000. Estimated annual new premiums and 
deposits for all forms of Group insurance 
were up almost 80%. . 

Individual hfe insurance sales set a 
company record for the month of May. 
This was the third new monthly record 
established during the first five months 


of 1961. 
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HEARD On The WAY 











Benjamin. N. Woodson, president, 


American General Life of Houston, and 
his wife and daughter have arrived in 
London on the first leg of an around- 





BENJAMIN N. WOODSON 


the-world trip. The remarkable feature 
of this trip is that it is largely being 
paid for by some maturing endowments 
which Mr. Woodson bought when his 
daughter was a baby. He had in mind 
educational funds for his daughter when 
he purchased the insurance but for- 
tunately did not have to tap the policies 
for that purpose, so now Mr. Woodson is 
buying her a trip around the world as a 
graduation present, and buying his wife 
and himself the pleasure of accompanying 
his daughter. 


Uncle Francis 


Bogart Made Franklin Mgr. 


Alvin S. Bogart, CLU, of Fair Lawn, 
N. J., has been appointed manager in 
North Bergen County in New Jersey for 
Franklin Life of Springfield, Ill. An- 
nouncement was made by Regional Sales 
Director Claude L. Freed of Philadelphia. 

Mr. Bogart is a 1941 graduate of the 
United States Naval Academy and served 
in the Navy until 1946 when he retired 
with the rank of lieutenant commander. 

In 1953 he joined Home Life as field 
underwriter and in 1955 he became an 
assistant manager. Two years later he 
qualified for his CLU degree and in 
1958 became manager for Home Life. 
That same year he completed the course 
of study for the Management degree 
awarded by the American College of 
Life Underwriters. 

Mr. Bogart is presently a member of 
the board of directors of the Passaic- 
Bergen Life Underwriters Association 
and is also secretary of the Northern 


New Jersey CLU Chapter. 


New Brokerage Manager 

Appointment of James V. Anderson as 
brokerage manager in Baltimore for 
Peoples-Home Life of Indiana has been 
announced by Maurice Hartwell, Peo- 
ples-Home president. Mr. Anderson’s 
office will be in the quarters of The 
Home Insurance Co. of New York, Balti- 
more. Peoples-Home Life is an affiliate of 
The Home Insurance Co. 

Before becoming associated with Peo- 
ples-Home Life, Mr. Anderson was an 
assistant manager for a major life in- 
surance company and has been in this 
field for several years. A graduate of 
LUTC, he also attended the University 
of Baltimore. 

An active leader in civic affairs, Mr. 
Anderson is presently vice president of 
Sudbrook Park Improvement Association 
and treasurer of his local Optimist Club. 


Lincoln National Announces 


New Term Rider to Field 


A new Term-insurability rider has 
been announced to its field force by Lincoln 
National Life, Fort Wayne. The new 
rider includes seven major future insur- 
ability provisions: 

(1) Up to six regular options to buy 
additional life insurance—age 25, 28, 31, 
34, 37, and 40—with a maximum of 
$1,000 per unit at each age. 

(2) Supplemental decreasing Term in- 
surance prior to age 40—$600 per unit 
prior to age 25 and decreasing $100 per 
unit at each option age. 

(3) The privilege to exercise a special 
option (the same amount as a regular 
option) at the expiration of three months 
from the date of the insured’s marriage, 
in lieu of the next regular option. 

(4) The privilege to exercise a special 
option at the expiration of three months 
from the birth or legal adoption of any 
child, in lieu of the next regular option. 

(5) When all regular options have been 
exercised, or cancelled by the exercise 
of special options, any additional mar- 
riage or births prior to age 40 will create 
additional special options to buy addi- 
tional insurance. 

(6) Additional Term insurance protec- 
tion ($1,000 per unit) for a period of 
three months immediately following the 
marriage of the insured or the birth of 
the insured’s child, at no increase in 
premium. 

(7) The privilege to purchase addition- 
al insurance three months after marriage 
includes the right to buy a family policy 
The insurability of the new wife as well 
as the insured is guaranteed. 

The premium for the new rider is the 
same as for the company’s previous rider, 
even though several additional benefits 
are included. 

Lincoln Life is adding the new provi- 
sions to all of its existing Term-insur- 
ability riders. This is being done auto- 
matically, at no additional cost to policy- 
holders. 


U. S. Life Appoints 
Bayshore General Agent 


United States Life has appointed Erik- 
sen & Eriksen Agency, Inc., general 
agent in Bayshore, L. I. Principals at 
the new agency are Morten and Trygve 
Eriksen, who came to this country from 
Kopernik, Norway. 

Morten Eriksen began his life insur- 
ance career in 1956 with The Pruden- 
tial; Trygve has been with Metropolitan 
Life for three years. Eriksen & Eriksen 
general insurance agency was formed in 
July, 1960. 
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Serving the Public 


Agency Opportunities 
In New York, Pennsylvania and New Jersey 


Complete competitive portfolio of Life, A. & S. and 
Group Plans. Excellent training program, quality sales 
promotional material, including audio visual. 


Since 1886 





New York Life Director 


J. Harris Ward, president of Common- 
wealth Edison Co. of Chicago, has been 
elected a director of New York Life, 
Clarence J. Myers, chairman of the board 
and president, announced. Mr. Ward is 
a director of International Harvester Co., 
Northern Trust Co., Union Carbide Corp. 
and Commonwealth Edison. He is also a 
trustee of the University of Chicago. 


Group Appointments Made 
By General American Life 


General American Life has announced 
two Group field appointments. Harold 
A. Doder has been named district Group 
manager in San Francisco, and Gerald 
E. Robinson has joined the company as 
a Group representative in Pittsburgh. 

Mr. Doder became associated with 
General American in 1955 in Group sales 
training program. He_ served in the 
Group sales offices in Detroit and San 
Francisco before his appointment in 
1959 as district Group manager in Hous- 
ton. He held the Houston post until his 
transfer back to San Francisco. He is 
graduate of Washington University in 
St. Louis. 

Mr. Robinson, who received his col- 
lege degree from Gustavus Adolphus Col- 
lege in St. Peter, Minn. entered the 
Group sales field in 1957 as a represen- 
tative for Connecticut General Life in 
Indianapolis. Since 1959, he has been 
a Group supervisor for Lafayette Life, 
Lafayette, Ind. 
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Ask M. L. CAMPS AGENCY 
about 


John Hancock's New Dividend 
Increase for 1961 


Low, low net cost 


Call us for Full Brokerage Information 


LARRY CAMPS 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


TOM MACKEY 











LIFE SUPERVISOR 


To build new manpower, do brokerage and 
personal production in proportions he pre- 
fers. Must have excellent personal produc- 
tion record. Supervisory experience and/or 
brokerage following helpful—not essential. 


Call LEE NASHEM 
THE LEE NASHEM AGENCY LTD. 


Canada Life Assurance Co., Toronto, Canada 
110 East 42nd Street — 14th Floor 
OXford 7-2950 











Heads Mortgage Operations 


John T. Chapple has been named dis- 
trict manager of Pacific Mutual Life’s 
mortgage operation headquartered in 


Houston. He will direct a $24 million 
mortgage investment program under his 
new responsibilities. Mr. Chapple, who 
joined Pacific Mutual in 1955, most re- 
cently managed its mortgage operations 
in San Jose, Cal. 


Indianapolis Life Drive 
Sets Production Record 


Indianapolis Life’s field force exceeded 
its President’s Month quota of $13,000,- 
000 by a wide margin, it was announced 
by Arnold Berg, vice president and di- 
rector of agencies. The annual campaign 
honoring President Walter H. Huehl, 
held during May, resulted in the high- 
est volume of sales for any comparable 
period in the company’s 56-year history. 

Winner of the Walter H. Huehl 
Award, given to the leading individual 
salesman during the campaign, was Nate 
Kaufman, Shelbyville, Ind., who had 
earned that honor in 11 of the 12 years 
it has been given. Kaufman’s Agency 
also was the top agency during the cam- 
paign. 

Paid volume for May showed an 8.4% 
gain over May of last year. Volume for 
the first five months of 1961 was 10.3% 
ahead of the comparable period a year 
ago. 


Manhattan Life Gen’! Agt. 
In Beverly Hills, Calif. 


Julian Barton is now general agent of 
Manhattan Life in Beverly Hills, Calif. 

Mr. Barton joined Manhattan Life six 
years ago and has had an outstanding 
production record culminating in over 
$1,000,000 of Ordinary life insurance in 
1960. 

Recently he received nationwide recog- 
nition through his nomination to the 
“All Star Honor Roll” in the April issue 
of The Insurance Salesman magazine. 
He was also one of the featured speakers 
at Manhattan Life’s agency conference 
held in Washington, D. C., earlier this 
year. 
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Health Insurance 


Would Extend Health 
Ins. to the Unemployed 

GROUP HEALTH INS. PROPOSAL 

GHI President ashes Calls for Co- 


operation of Ins. Industry, State; 8% 
Rate Hike Estimated; Details Given 











At the End of 1960 





Approximately 132 Million Americans 
Had Health Insurance, HII Reports 


Some 132 million Americans—73% of 
the civilian population—had health insur 
ance at the end of 1960, the Health In 
surance Council said this week in re- 
porting the results of its 15th annual 
survey on the extent of voluntary health 
insurance age in the United States. 


The survey is based on reports from in- 


cover 


surance companies, Blue Cross-Blue 
Shield, and other health care plans 
The council said both the number of 


persons covered by some form of health 


insurance and the amount of benefits 
paid reached new highs last year. Cov- 
erage increased by 4.1 millon during 


1960 to reach a total of 


sons. . 


131,962,000 per- 


health insur- 
Ip cover the 


Benefit payments by all 
ing organizations to he 


of hospital, surgical and medical 
amounted in 1960 to more than 
billion, up $500 million over 1959, 
the council. In addition, persons 


loss-of-income p¢ lic 1es recely ed $839 mil] 
lion in benefits from insurance companies 
to replace income lost through disability 


Total Benefits Up 10.1% 


Thus, a grand total of $5,688,000,000 in 
health insurance gs were distrib- 
uted during 1960, up 10.1% over 1959 

The HIC, a federation of eight insur- 
ance associations, said that based on 
early trends for 196] : estimated that as 
of June 1, 1961, some 134 million persons 
(74% of the civilian population) had 
hospital expense insurance, 123 million 
had surgical expense insurance, 89 mil- 
lion had regular medical expense insur- 
ance, 31 million had major medical ex 
pense insurance, and 42.5 million were in- 
sured against loss of income, or had some 
other formal sick leave pay arrangement 

The council said these figures also re- 
vealed the breadth of health insurance 
protection which Americans have. Th 
organization said that as of June 1, 92% 
of persons with health insurance had 
both hospital and surgical expense insu 
ance, and 66% had hospital, surgical and 
egular medical expense insurance, which 
helps pay for doctor visits for non-surgi- 
cal care Five years ago, the figures 
were, and 52% 

\ breakdown of the number of persons 
with health insurance at the end of 
1960, by type of coverage and type of 
insuring Organization, is as follows: 

Hospital expense insurance was pro 
vided by insurance companies to 78,885,- 
(OO persons; by Blue Cross-Blue Shield 
and similar groups to 58,050,000, and by 
other —. care plans to 5,542,000. 
After deduct persons pr tected by 
more than one a R of insuring organiza- 
tion, the council reported that 131,962.- 
000. person had hospital insurance, a 
3.2% increase over the 127,896,000 per- 
sons so covered at the end of 1959 

Surgical expense insurance by insur- 
ance companies covered 75,305,000 per 
sons; by Blue Cross-Blue Shield and 
similar groups 50,281,000, and by others 
6,573,000, Allowing for duplication, 121,- 
ot persons had surgical insurance, a 
I. boost over the 116,944,000 persons 
of 1959 


Regular medical expense insurance ac- 


respe ctively, 5 


counted for 45,017,000 persons through 
Blue Cross-Blue Shield and_ similar 
groups; 41,312,000 through insurance 


company programs, and 6,773,000 through 








\ proposal for health insurance cover- 
age of the unemployed through coopera- 
tion between New York State and volun- 
tary insurance companies was made last 
week in New York by Group Health 
Insurance, Inc. The GHI proposal for 
covering the unemployed—one of the 
major remaining gaps in health insur- 
ance—is a voluntary one, open to all in- 
surance companies in the state. 

It would offer employed groups the 
opportunity to add to their group con- 
tracts insurance that would cover their 


other plans for a total, eliminating dupli- members, and dependents, while they are 











cations, of 87,541,000 persons, a 6.0% unemployed. Coverage would be as broad 
climb over the 82,615,000 persons in as they had while employed, with no 
1959. reduction in benefits, and would be in 
effect for the same period that the em- 
ploye was entitled to receive state un- 
. -Mployv ~ oO aqis¢ 4 “ > ; 
“3 eommess and Efficiency No e sine F lisability benefits. 
remiums would be prepaid while 
Other Can Match”: Stuart workers were employed. There would, 
: ‘ : therefore, be no premiums charged dur- 
In its biggest year, 1960, Blue Cross jing periods of unemployment. 
paid out more than one and a half bil- i 
lion dollars in benefits, it was announced Have Allowed for “Drastic Possibility” 
last week by the Blue Cross Association, In announcing the new proposal, GHI 
national coordinati ing organization for President, Arthur H. Harlow, Jr., said: 
the nation’s 79 Blue Cross Plans. This «ay " 


previous legislative proposals to 


» wane na Ss OQ? Ro r RB > FOSS . : ‘4 
figure represented 928% of Blue Cri provide insurance for the unemployed 
member dues. 5.090% being spent on oper- 1 ° a 
» 19 10% i bad : have called for mandatory coverage, with 
ating expenses and Z. © allocated to enenes anes > <aneenee 
reserves against epidemics and major Saeretig vanes oer sangre 4 Seogprert ta 
arson : taxes. A complicating factor has prob- 
catas opnies 

ye l at , : ably been he fear of insurance com- 
_ “These figures,” said \ssociation Pres- panies that ‘the y might be exposed to a 
ident James E. Stuart, “tell the story of period of drastic cyclical unemployment- 
a national operation of unprecedented they still remember 1929. However, the 
size, leanness, efficiency and maturity GH] proposal has taken into account 


that no other organization in the field 
can match ” Also: 
Blue Cross membership in the United 


States at the end of 1960 totalled 56,- 


even this drastic possibility. 

‘The GHI plan is voluntary,” Mr. 
Harlow stressed, “and is open to all non- 
profit and commercial insurance carriers 


29> : wail } 7 
13,2 15 and showed an enrollment gain licensed to do business in the state. We 
of egy ad members over ope : | his 
— Sail taro aetek ook iad hope that, if we are successful, this 

e ross pai or a tota o/ ,02Z3,- i j 

, V0, cooperative pattern will be copied ir 
319 days of hospital care for ts mem- of sella 


other states. 

At least at the outset, the program 
would involve a state guarantee of sub- 
scribers’ benefits in case of unpredictably 
heavy unemployment. It calls for the 


was 
bers last year. 








Major medical expense insurance cov- 


erage through insurance company pro- lace1 t . ee 
, nent < ) o ¢ > » 
grams increas 1 25.6%. fr rRs0000 of a percentage—approved by 
“4 ye PPO, TO LL ON, the state—of all group premiums in a 
to 27 5,000 persons Major medical in- 


suranc designed to help absorb the ~~ ~~ ifn a. 

cost of serious illnesses, and pays bene sons covered by insurance company pol- 

fits ranging to $10,000, $15,000, or more _ ici The number of persons who work 

for all areas of care prescribed by a phy- ah there are formal sick leave pay 

sician > ment arrangements brought the total fig- 
Loss of income found 31,836,000 per- ure to 42,436,000 persons 





A NEW LOOK in Hospital Expense Coverage! 


Briefly described, the sales appeal of this new National 
Casualty Co. plan of ours is its “do-with-what-you-like” CASH 
BENEFITS feature. Just tell your prospect to buy weekly 
hospital income—benefits ranging from $50 to $150 a week, 
and explain that he can spend the money if he’s laid up any 
way he wants. 


Be sure to explain that he can also cover members of his 
family, ages 1 month to 64 years inclusive—that’s permissable 
at reasonable additional premium. 


This policy, which is known as No. 8055, has many other 
“plus features” which we'll gladly tell you about. A phone call 
will bring you sales literature, sample policy and rates. 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


161 WILLIAM STREET NEW YORK 38, N. Y. 
REctor 2-4567 














Travel Accident Specialist 


Very substantial sales and underwriting 
experience, Equipped to build a company's 
Individual and Group travel business. Sal- 
ary—Five figures. Write or call Box 2926, 
The Eastern Underwriter, 93 Nassau Street, 
New York 38, ¥. 











pooled fund, under the jurisdiction of the 
New York Insurance Department. This 
fund would come into operation only 
when claims of unemployed workers sub- 
stantially exceeded premiums.” 

Mr. Harlow that increases 
averaging 8% in present premium rates 
would cover benefits for the  policy- 
holder while unemployed, without ad- 
ditional payment. Premiums would be 
prepaid while workers were employed. 


estimated 


A Pioneer Venture 
Mr. Harlow pointed out the “only ex- 
perience can show how much of a need 
there is for such a state guarantee,” not- 
ing that this is a pioneer venture since 


broad health insurance coverage of the 
unemployed remains untried. It may be 
that there is no financial need for such 
a guarantee. If that is ‘the case, it will 
have encouraged a new, useful form of 
insurance at no cost to the state. Or, 
there may be claims against the state. 


In this case, the fund will be reimbursed 


by the insurance companies in future 
years. 

In either case, Mr. Harlow said, the 
need to solve this important health and 
social problem is unquestioned. “We 
know that, when unemployed, workers 
seek more medical care than they do 


while they are working, but only very few 
are able to continue the same protection 


they had while employed because of 
the high cost. A few industries now pay 
health insurance premiums for their em- 
ployes while they are unemployed, but 
for the overwhelming number of em- 
ployers, such a method is impractical. 
They have laid off their is = only 
because business is bad. They are un- 
able to continue paying premiums during 


such difficult periods. 
we believe, to te these premiums 
while business is We anticipate 
that the proposed unemployment health 
coverage can be offered for a modest 
additional premium which would vary 
by industry and by group somewhat as 
charges now do under state unemploy- 
ment insurance.” 
Metcalf Commends 

Sen. George R. Metcalf, chairman of 
the New York State Joint Legislative 
Committee on Health Insurance Plans, 
commented as follows: “Speaking on be- 
half of the committee, | am gratified 
that this effort is being made to find 
solution to this serious social problem. 
I feel it deserves whatever encourage- 
ment and cooperation our Committee can 
provide. The committee will explore this 
whole problem in a public hearing before 
the opening of the next session of the 
Legislature. I want to commend Group 
Health Insurance for its initiative in 
proposing this idea.” 


hey would prefer, 


good. 


GHI 


Mr. Harlow also made the point that 
such health insurance coverage of the 
unemployed should help to ease the 


burden of the state’s welfare agencies in 
ci ring for the indigent. 

“This proposal is the result of a belief 
that through a joint effort of the insur- 
ance industry and the state government, 
we can meet this pressing need on a 


voluntary basis,” Mr. Harlow said. “It 
is only by filling such gaps that the 
insurance industry can be more useful 


to the American public.” 


GHI is a non-profit medical care insur- 
ance —— covering more than 
700,000 people in the Metropolitan New 
York area. It is badiadaa to be the oldest 
such organization in the northeastern 
United States. 


HIF ON SURGICAL PROCEDURES 

About seven out of every ten surgical 
procedures in this country are _performed 
by physicians who specialize in surgery, 
Health Information Foundation reports. 
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Armand Sommers Marks 
His 40th Milestone 


CONTINENTAL CASUALTY V. P. 


Has Devoted Almost Entire Career to 
A. & H. Insurance; IAHU Pioneer 
And Past President 


Armand Sommer, vice president of 
Continental Casualty, who is one of the 
top ranking officers in its home office 
accident and health department, observed 
his 40th anniversary in the business a 
few weeks ago. His connection with the 





Fabian Bachrach 
ARMAND SOMMER 


Continental, where he began as assistant 
to Roy Tuchbreiter, now board chair- 
man, dates back to 1932. 

\ graduate of University of California 
where he majored in actuarial science 
and economics, Mr. Sommer entered the 
insurance business immediately after his 
graduation from college. His first post 
was with Standard Accident where he 
started as a payroll auditor and rose to 
head of its A. & H. department. He 
joined Southern Surety as A. & H. de- 
partment manager where he remained 
until that company went into receiver- 
ship in the depths of the 1930s depression. 

With Continental Casualty Mr. Som- 
mer has given creditable performance in 
many jobs. In fact, he has delved into 
every phase of its many-sided A. & H. 
activity from managing the underwriting 
department to developing “from scratch” 
the intermediate division. The latter, 
overcoming many internal and external 
handicaps, is now leading individual 
department of Continental. 

When Continental purchased major 
control of United States Casualty, Mr. 
Sommer did double duty as he was 
elected a vice president of that company 
and for over two years spent much of 
his time in New York City, assisting the 
United States Life with its new A. & H. 
program, 


Extracurricular Activities 


Mr. Sommer has many extracurricular 
activities to his credit. He is a fellow of 
the Casualty Actuarial Society; was one 
of the three organizers of the Chicago 
\. & H. Association and one of its earl- 
iest presidents, and was a charter mem- 
ber and past president of the National 
Association of A. & H. Underwriters 
(now International Association of Health 
U nderwriters). He was one of a handful 
of pioneers who kept the association alive 
during its early and rather chaotic days. 
His presidential year, during the depres- 
sion 30s, was a crucial one as the organ- 
ization could have faded out of existence 
if it had not been for a few men, Mr. 
Sommer included, who personally gave 
of their time and money to keep it alive. 

Mr. Sommer also gave generously of 
his time to both the Health & Accident 

(Continued on Page 29) 


WINS GOVERNMENT CONTRACT 


Consolidated Mutual to Write A. & S. 
Program for State Dept.’s Bureau of 
Education and Cultural Affairs : 
The State Department’s Bureau of 
Educational and Cultural Affairs has 
chosen Consolidated Mutual Insurance 
Co. to write its Group accident and 
health insurance program beginning July 


The plan, custom-tailored by Consoli- 
dated to fit government specifications, 
covers foreign students, teachers, train- 
ees, technicians and officials brought to 
the United States or its possessions for 
training, study or observation. 

Under the terms of the government- 
sponsored insurance program, all grant- 
ees will be insured for blanket medical 
expense for both accident and sickness 
benefits, and accidental death or dis- 
memberment. Insureds may take ad- 

vantage of an options il feature of the 
es in, and provide the same coverage, at 
their own expense, for dependents who 
accompany them. 

This insurance is also available, on 
a voluntary basis, to Un'ted States citi- 
z-ns and their families sent overseas by 
the State Department under one of its 
exchange or training programs. 

In January, 1961 the International Co- 
operation Administration awarded its 
Group A. & H. contract to Consolidated. 
That program, similar to the one de- 
signed for the Bureau of Educational 
and Cultural Affairs, covers foreign na- 
tionals sent either to this country or 
abrozed as part of the ICA’s exchange 
program. 

Both policies are administered at Con- 
solidated’s Washington, D. C. branch. 


Operations by Specialists 

More than two-fifths of all operations 
(42% of the total) are performed by 
board-certified doctors—i.e., full-time 
specialists certified by either the Amer- 
ican Board of Surgery or some other 
American board whose field includes sur- 


Equitable Names Branchini 
Health Education Associate 


Caesar Branchini, former executive as- 
sistant to the health officer of the Ben- 
ton-Franklin District Health Department 
at Pasco, Wash., has joined the Bureau 
of Health Education of The Equitable 
Life Assurance Society. His appointment 
as health education associate was an- 
nounced by Dr. Norvin C. Kiefer, chief 
medical director of The Equitable. 

Mr. Branchini served both as general 
administrative officer and director of 
health education in Benton and Frank- 
lin counties since 1959. Previously he 
managed the public health department of 
General Electric’s plant in Richland, 
Wash., and transferred to the district 
health office in 1959 when GE’s public 
health operation was also transferred to 
county government administration. He 
was health educator for the GE Richland 
plant from 1951 to 1957, where he de- 
veloped a comprehensive program of 
occupational and community health edu- 
cation in cooperation with local schools 
and the company plant force. 

Prominent in professional and com- 
munity affairs in Benton and Franklin 
counties, Mr. Branchini is president- 
elect of the Washington State Public 
Health Association. He is also a mem- 
ber of both the American Public Health 
Association and its western branch 
He has published a number of technical 
papers, including one of the first deal- 
ing with the health educ: wr program of 
the atomic energy plant. Called “Health 
Education for Industrial Employees at 
the Hanford, Wash., Atomic Products 
Operation,” it appeared in “Public 
Health Reports” of September 1954. 

Mr. Branchini, a graduate of Arnold 
College in Bridgeport, Conn., holds a 
master’s degree in health education from 
Teachers College, Columbia University, 
granted in 1951. 





gery, the Health Information Foundation 
reports. 


peclalize In 


NON CANCELLABLE 


| Ysablldyy Sandie CF poltelion 


GUARANTEED RENEWABLE TO AGE 65 


PROVIDES 


* Complete clientele security 


* Maximum vested renewals 


- MASSACHUSETTS. CASUALTY 
INSURANCE COMPANY 
BOSTON 9, MASS. 





YOUR AGENCY IN NEW JERSEY IS: 


744 Broad Street 





W. S. VOGEL AGENCY, INC. 
State General Agent 


Newark, New Jersey 


Phone Mitchell 2- 4654 ' 


DENTAL INS. PLAN GETS BOOST 


Mel Dollar, Continental Casualty Dental 
Consultant, Urges N. J. Labor and 
Management to Participate in PJan 
“Tf all eligible labor and management 

groups in New Jersey participated in 

Continental Casualty’s new dental insur- 

ance plan, the majority of the families 

in the state will be insured for every 
dental need,” said Mel Dollar, dental 
consultant of ‘Continental Casualty Co 

Mr. Dollar, who specializes in a dental 
health insurance, told members of the 
New Jersey Dental Society at a recent 
meeting that the dental insurance plan 
offers comprehensive coverage for every 
kind of dental care at the dentist of the 
patient’s choice. Cost per year for the 
entire family on a group basis is approx- 
imately. $115. 

Continental and the New Jersey State 
Dental Society are co-operating in set- 
ting up this plan, currently being of- 
fered throughout the state to any group 
of over 100 membe rs. Believed to be the 
first such dental insurance program cf- 
fered by the insurance industry, they 
feel it will provide both unions and 
management with a major breakthrough 
in benefits programs. 

Since group benefits programs already 
in effect cover nearly every insurable 
contingency—health ‘(2.4 billion in bene- 
fits in 1960) accident, retirement, death 
—with the sole exception of dental care, 
management has long been seeking such 
a plan, Mr. Dollar brought out. Its 
chief selling point is the fact that group 
dconal care provides management with 
a benefits program providing more good 
will dollar than nearly any other type. 

Mr. Dollar attributes this to the fact 
that this is the one benefit nearly every 
employe uses frequently. “Since every 
one should visit the dentist twice an- 
nually, it means family dental care would 
be the benefits most widely used of all 

-even though its cost is comparatively 
small,” he added. 

3y full utilization of the program, an 
average family with three children should 
visit the dentist, and be aware of the 
program’s benefits about ten times a 
year, he concluded. 


ASSUMES COS. HEALTH PLANS 


Underwriters National Assurance of In- 
dianapolis to Reinsure Early Amer- 
ican Life’s Health Ins. Portfolio 

The total reinsurance of the health 
insurance portfolio of Early American 
Life, Evansville, Ind, by the Under- 
writers National Assurance, Indianapolis 
has been approved by the Indiana Insur- 
ance Department. Under the agreement, 
Underwriters National takes over all 
existing health business of the Early 
American but will continue to issue the 
policy forms previously offered by the 
latter company, whose agents will place 
their new business with Underwriters 
National. 

The Early American policy forms will 
be an addition to the Underwriters Na- 
tional’s own forms and intended pri- 
marily for Early American Life agents. 
However, they will be available to Un- 
derwriters National agents who may wish 
to write any of them. 

“The arrangement will permit Early 
American to concentrate on life lines, 
its primary interest, while still making 
health insurance facilities available to 
its agents,” R. W. Osler, president, Un- 
derwriters National, stated. 

Underwriters National is an exclu- 
sively health insurer, offering no life 
coverages, catering particularly to the 
health insurance requirements of life 
men whose companies do not write 
health coverages and specializing. in cov- 
erages designed primarily for the pro- 
gr amming, estate-planning, and business 
insurance life underwriter. 


SOME HIF SURGICAL FIGURES 
Surgical specialists accounted for 89% 
of the gastrointestinal and urinary opera- 
tions but only 64% of the tonsillectomies 
and/or adenoidectomies. General prac- 
titioners in private practice, on the other 
hand, performed only one-fifth of all the 
in- hospital surgery, but did 34% of the 
T. and A.’s, the Health Information 

Foundation reports. 








Page 14 


The Eastern Underwriter 


June 30, 1961 











New Tribute to Dunham 
Colonel H« 1 


ward P 
tired at the end of 1957 


Dunham, who re 
as vice i 





American Surety Co. and as its thief 
public relations officer, and who has 
received many favorable testimonial rec- 

ition n t insurance field, got 





ecently which pleased him. It 

















was a home town tribute. Colonel Dun- 
ham has lived in Wethersfield, a suburb 
of Hartford, all his life with the except tion 
~ the years he spent New York City 
where he had an apartment at One 
Fifth Avenue, a few yards from Wash- 
ngton Square, and in Madison, Conn., 
where he had a summer home 
The current tribute is from Business 
Men's and Civic Association of Wethers- 
field, the presentation being made _ by 
Francis W. Bradley, its president. The 
award cited 4 e recipient had for 
alf a century been an out standi ng citizen 
and that “many of the civic and cultural 
improv hich the town today en- 
joys gh your untiring effor 
and for In Wethersfield C I. 
Dunham was the first president of that 
ancient town’s Historical Society and 
president of the Wethersfield Bank and 
Trust Co 
His wife, (Jean Robbins) for years 
was pr ‘nt as a hostess at conven- 
ms nal Association of Insurance 
Commissioners, and also figured as chief 
hostess of the Spanish-speaking wives 
who attended the Hemispheric Confer- 
this city. While living in Fifth 
the Dunhams gave annual dinner 
at which dozens of prominent in- 





and their wives attended, 
known figures in public 


surance men 








wives. Mrs. Dunham for 
been an valid and so 
that extremely popular figure at insur- 


ance conventions has been missing 
1 in Bennington, Vt., 


rom Union College, Col 


and graduated 
Dunham started 


lis insurance affiliation in the accident 
lepartment of Aetna Life and when wi 

hat company wrote the book, “The Bus si- 
ness nsurance.” After two years in 





ut legislature he became 


rie U. S. Internal Revenue 
n ( ind then for 14 years was 
Con tate Insurance Commis- 





* * * 


Austin Trip Around World 
H. Gregory 


in, tormer 


Austin, son of Harry Aus- 


manager of Amer- 


general 


ican Foreign Insurance Association, is 
making a trip around the world and will 
be gone eight months. He is a graduate 


of Shefheld School of 
and University of Michigan Law School 
and has been admitted to the bar in 
Colorado. Upon return from his globe- 
girdling journey, he will be associated 
with the legal firm of Holland and Hart, 
Denver. 

Harry Austin, who retired _ 
some years ago and lives in 
has been engaged principally. 
tirement from the insurance 
running a farm he owns, 
130 miles from St. Louis 


Yale University, 


AFTA 
. Louis, 
since re- 
world in 
located about 


BIG 














Finley Owns Kansas City Team 

Charles O. Finley, Chicago insurance 
broker who writes the largest 
amount of disabiiity insurance premiums of 


any insurance producer in the United 
States—premiums of his firm of Charles 
QO. Finley & Co., amounting to approx- 


imately $15 million a year, is owner of 


the Kansas City baseball team of the 
American League. No insurance broker 
has been more publicized, but this is 


largely because of his tie-up with base- 
ball. A year or so ago he and his asso- 
ciates—surgeons and doctors with large 
annual incomes, almost got control of 
the Chicago White Sox. The bidding by 
Mr. Finley for the Kansas City Athletics 
proved successful 

The latest publicity given Mr. Finley 
was by Newsweek, which in its issue of 
June 26, ran a column about him as the 
owner of the Athletics and “as the 
noisiest fan and most severe critic of the 
team.” He attends many games, dressed 
in a gray business suit and wearing a 
blue Kansas City baseball cap 

A former worker and foreman in steel 
mills and making his home in Gary, Ind., 
Mr. Finley contracted tuberculosis in 
1946, and was in a hospital for months. 
While there he conceived the idea of a 
comprehensive plan of Group insurance 
for professional organizations. His 
clients include other national medical 
organizations and numerous state med- 
ical associations, one of them being 
Massachusetts 

oa * 


Bernard Jaffe Still Active 


Contrary to an impression that may 
have been created in a feature article 
in our Production and Sales edition of 
June 16, that Bernard Jaffe had retired 
from business, the fact is that Mr. Jaffe 
is still active (without title) in the affairs 


of the Jaffe Agency, iInc., 55 John Street, 
of which he was pr esident. until April 
15, 1959. His son, Alfred, succeeded him 


as president at that time but the senior 

Mr. Jaffe still continues “on the job” 

daily. Now 72 years old, he is approach- 

ing his 50 anniversary in the insurance 

business which will be observed in 1962. 
* * * 


First 4 Months of 1961 


In a report to shareholders of Conti- 
nental Insurance Co., J. Victor Herd, 
chairman of the company, made this 
statement of results for first quarter of 
1961 in mailing them checks for the com- 
pany’s 244th consecutive dividend: 

“Reflecting generally bad conditions in 
the fire and windstorm classes during the 
first two months of this year, the oper- 
ating loss of $1,322,990 reported at the 
end of the first four months, compares 
unfavorably with the results for the 
same period of 1960, but is substantially 
better than the eperetios loss experi- 
enced by the end of April, 1959. Under- 
writing and operating results for the 
months of March and April, 1961, have 
both shown improvement over the same 
months of last year, due largely to sub- 
stantial betterment in the casualty busi- 
ness. Owing to a number of factors, in- 
cluding a change in the method of re- 


serving installment term business, 
the underwriting results for the first 
four months of |1961 are not directly 
comparable with the results for the same 
period of the two preceding years. How- 
ever, the effects of unusual distortions in 
underwriting and operating figures 
should steadily diminish as the year pro- 
gresses.” 
a ee 


“Ken” Cagney’s Nostalgic Interest in 
Manchester, Vt. 


No one in attendance at the annual 
meeting of Insurance Advertising Con- 
ference last week in (Manchester, bei 
can find fault with J. Kenneth Cagney 
devotion to that Green Mountain ann, 
Today he is a resident of West Hartford, 
Conn., and is assistant secretary of the 
Hartford Fire, but 30 years ago Mr. 
Cagney lived in Manchester and went to 
grammar and high school there. He 
worked as a caddie (Robert Todd Lin- 
coln was one of his golfing “customers”) 
and did other summer vacation jobs 
around town; had his first “date” in 
Manchester and made his first speech 
there. 

In a nostalgic mood, Mr. Cagney told 
his IAC contemporaries when he ad- 
dressed the meeting last week why he 
was so happy that their meeting was 
being held at the Equinox House, Man- 
chester, which in the old days, he said, 
was a famous ratering place and was 
frequented by Saratoga Race Track de- 
votees. 

The atmosphe re in the town this month 
is one of anticipation and preparation 
for Manchester is about to celebrate its 
200th anniversary and there will be “big 
doings.” It’s almost certain that “Ken” 
Cagney will visit there later this sum- 
mer for these festivities. 

He was reminded as he spoke to the 
[AC about the nature of his “first 
speech” in ‘Manchester. The time was 
1936 and he addressed a_ political rally 
on behalf of Franklin D. Roosevelt's 


candidacy for President of the United 
States. “My effort must have been a 
flop,” said Mr. Cagney, “because Mr. 


Roosevelt carried every state except Ver- 
mont !” 

Two industries which flourished in the 
Manchester area when Mr. Cagney was 
a youngster, were marble quarrying and 
lumbering. “These industries have dried 
up and today the big industry is skiing 
which attracts thousands upon thousands 
of enthusiasts to Manchester every win- 
ter.’ 

Mt. Bromley’s ski 


, area, nearby, was 
visited by many of 


those attending the 
IAC meeting. They were the guests of 
Life ‘Magazine at a Sunday afternoon 
(June 18) reception and took round-trip 
rides in the ski chairs to the top of Mt. 
Bromley, also by courtesy of Life Mag- 
azine. 
* * * 


The Dilly Beans Success Story Has 
Lesson For Ad Men 


The other day, a distinguished looking 
gentleman of our acquaintance strolled 
into a downtown New York restaurant 
noted for its insurance coterie. He im- 
mediately headed for the bar. 

“A Diaillitini,” he told the 
“very dry.” 

There were no arched eyebrows—no 
intimations on the part of the bartender 
that the gentleman was being facetious. 

“Certainly sir,” said the bartender. He 
had heard about the Dillitini. 

All this is music to the ears of 
Frederic Papert, president of Papert, 
Koeing, Lois, Inc., New York Advertising 
Agency, whose job it is to make sure 
more people hear about the Dillitini, ice. ; 

Martini with a Dilly Bean in it. And 
what is a Dilly Bean? 

“Dilly Beans,” said Mr. Papert, “is the 
brand name for a raw _ string bean, 
pickled in vinegar and dill. They come 
40 in a jar, and they retail for about 
69¢.” 

Mr. Papert discussed Dilly 
the recent Insurance 
ference, held in Manchester, Vt. for a 
reason. “I wanted to show,” he said, 
“that a sales message phrased in honest, 
human, suitable, credible terms, will move 
people to buy. 

“A year ago last Christmas,” he related, 


bartender, 


Beans at 
Advertising Con- 





| Honored By Home Town 








COL. 


HOWARD P. DUNHAM 





“two young lady school teachers were 
pickling string beans to send to friends 
for gifts. They put up three dozen jars 
that month—several of which found their 
way into a specialty food shop. The next 
thing they knew, the girls had quit 
pore teaching and with a limited 

ommercial success behind them—but an 


jobs, 


eaconeaging one—they were heading 
north to tackle New York City. 

“They had a nice product, although 
not ‘a phenomenal one; a good product 
name (dreamed up by the six-year old 
brother of one of the girls). They didn’t 
have any distribution. They didn’t have 
much money. They had no sales staff. 


even have a good broker. 

“They were short on traditional mar- 
keting appurtenances, but they were long 
on faith. In two things: first, in their 
product. As I say, they had no expecta- 
tion that Dilly Beans could crack the 
sound barrier or clean up teen age 
blemishes, but they honestly thought 
Dilly Beans tasted good, were fun to eat, 
looked good, might become a conversa- 
tion piece. And second, they had faith 
that their sentiments would be shared 
by their prospective customers. In other 
words, they thought their customers were 
as smart as they were. 

“And so on to New 
and it was our good 
landed at our door. 

“The plan was to spend $5,000 a month 
for five months. We worked out a 
schedule that included radio, television 
—nighttime spots, which we found were 
as important for reaching the trade ‘as 
the consumer (we've always believed that 
the best trade advertising is good con- 
sumer advertising) — some newspapers 
and one magazine. 


They didn’t 


York they came, 
fortune that they 


“We knew where the most immediate 
prospects for a 69¢ pickled string bean 
were, and by trying to be creative in our 
media planning as we wanted to be in 
copy and art—we managed to reach 65% 
of all metropolitan New York families 
—and among the group we were most 
interested in, achieved frequencies as 
high as 40 messages a month. 

“We also did some promotions. 
was of course the Dillitini; and we of- 
fered a Dilly Bean Madrigal record at 
Christmas for one dollar. At the end of 
the commercial that contained the offer, 
the announcer said that if we got enough 
dollars, we’d go out of the Dilly Bean 
business and start selling records for a 
living. One WQOXR listener wrote that 
she’d just tasted her first Dilly Bean, and 
her advice was that we get out of the 
Dilly Bean business whether we could 
sell records or not. 

“We'd found a unique selling proposi- 
tion for Dilly Beans; it turned out that 

(Continued on Page 25) 
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Better Understanding Achieved At 
Company-Agent Washington Meeting 


Improved communications between 
company executives and their agents is 
expected to result from the meeting of 
agents’ leaders and representatives of 
three stock company insurance organ- 
izations held in Washington last week. 
This meeting was called to discuss elim- 
ination of prior approval of rate filings 
and other changes in insurance rate reg- 
ulation. 

After the session a joint statement was 
issued by Porter Ellis, president of the 
National Association of Insurance 
Agents, and H. Clay Johnson, executive 
vice president of the Royal-Globe Insur- 
ance Companies, representing the Asso- 
ciation of Casualty and Surety Compan- 
ies, the Inland Marine Underwriters 
Association and the National Board of 
Fire Underwriters. They said: 

“The groups meeting today were not 
empowered to reach any definite de- 
cisions, Their purpose was to exchange 
views about and to achieve a better un- 





STERN SUCCEEDS INGLEHART 


Property Manager of Syracuse Office of 
North America; Inglehart Ends 38- 
Year Association With INA 


Samuel Stern, II, has been appointed to 
succeed Chester W. Inglehart as prop- 
erty manager, Syracuse, N. Y. service 
office, Insurance Company of North 
America. Mr. Stern, who has been as- 
sistant property manager at Syracuse 
since 1955, began his career with INA in 
1946. He served as a technical repre- 
sentative for the company in Washington 
and Pittsburgh from 1947 until 1953, at 
which time he joined the Syracuse office 
as a special agent. Prior to joining INA, 
he was with Philco Corporation. 

A graduate of Tulane University he is 
a member of the Society of Fire Pro- 
tection Engineers and the Society of 
Chartered Property and Casualty Under- 
writers. Mr. Inglehart terminates a 38- 
year association with INA when he re- 
tires June 30. He joined the company in 
1923 as a special agent in Albany, sub- 
sequently leaving there to serve as spe- 
cial agent in Syracuse. In the early 1930's, 
when INA established its Syracuse serv- 
ice office, Mr. Inglehart was appointed 
manager. Prior to joining INA he was 
‘an inspector for the New York Fire In- 
surance Rating Organization, and a spe- 
cial agent for the Home Insurance Co. 


_A past president of the Syracuse Field 
Club, Mr. Inglehart has been a member 
of Blue Goose. 


N. Y. BOARD LOSSES DROP 


There were 984 losses for $1,518,190 
assigned in ‘May to the committee on 
losses and adjustments of the New York 
Board of Fire Underwriters, compared 
with 615 claims for $1,698,070 in the 
same month of 1960. Despite the 60% 
increase in number of losses there was 
a drop in amount of 10.59%. For the 
first five months of 1961 Secretary E. C. 
Niver reports the committee received 
6,441 losses for $15,158,971 against 5,227 
claims for $14,013,835 in the same period 
of 1960, 


derstanding of recommendations that 
have been made for changes in rating 
legislation by the states. It is gratifying 
to be able to report that this purpose 
has been accomplished. 

“It is hoped that the meeting set the 
stage for improved communication be- 
tween independent agents and their com- 
panies. It is through exchange of views 
such as took place today that misunder- 
standings within the stock agency indus- 
try best can ee eliminated. 

“There are differences of opinion be- 
tween some eens and companies with 
respect to the recommended changes in 
rate regulation. In the best interest of 
the insuring public and the American 
Agency System, these differences must 
be resolved. There is no doubt that they 
can be resolved if the lines of communi- 
cation between companies and agents are 
improved and kept open.” 

More than 100 leading agents and in- 
surance company executives attended the 
meeting. In addition to its president, 

NAIA was represented by members of 
the executive committee and by repre- 
sentatives of a majority of the state 
associations of insurance agents. More 
than 40 chief executives represented the 
three stock company organizations. 

Guy Mann, vice chairman of the Amer- 
ican Insurance Association and senior 
vice president of the Aetna Casualty and 
Surety Companies, served as chairman. 

The three company organizations are 
in favo: of removing necessity for prior 
approval of rate filings before such can 
be used in states, while most agents as- 
sociations have been in favor of the prior 
approval principle. 


Security, New Amsterdam 


Exchange Offer Extended 


The Security of New Hav en announces 
that its prety offer of 1% shares of iis 
stock for each share of New Amsterdam 
Casualty stock, originally scheduled to 
expire on June 23, has been extended 
until 3 p.m. on July 21. Previously it was 
announced on June 2, that the exchange 
offer had become effective upon accept- 
ance by holders of more than 80% of 
New Amsterdam stock. Security an- 
nounced that as of June 23 over 95% 
of the New Amsterdam stock has been 
deposited for exchange. 








NAIA Condemns Company Purchases 
Of Agencies; Also Vending Machines 


Purchase of agencies by insurance com- 
panies, and sale of insurance through 
vending machines were strongly con- 
demned in statements issued by the ex- 
ecutive committee of the National Asso- 
ciation of Insurance Agents at its meet- 
ing in Washington, D. C., June 22-24. 
Other action taken by the committee, 
presided over by NAIA Vice President 
Cooper M. Cubbedge, Jacksonville, Fla., 
was the decision to produce a procedur il 
manual on automated agency accounting 
which would be made available to all 
member agents. 

In addition to Chairman Cubbedge, the 
other seven members of the executive 
committee were in attendance: President 
Porter Ellis, CPCU, Dallas. Texas; Mil- 
ton R. Cheverton, San Diego, Calif. ; 
Hayne P. Glover, Jr.. Greenville, S. C. 
Fred H. Johnson, Columbus, Ohio; H. it 
Nelson, CLU, Council Bluffs, lowa: Peter 
J. Walsh, Denver, Col.; and Stafford H. 
Warner, "Memphis. Tenn. NAIA Assist- 
ant Executive Sec-etar y James R. 
Mathews and other staff members also 
were present. 


NAIA Statement on Purchases 


After a full discussion on company 
purchase of insurance agencies, and uni- 
form opposition on the part of the com- 
mittee to this practice in any form, the 
following formal statement was adopted: 

“It is a fundamental principle estab- 
lished by law and recognized by tradi- 
tion that ownership of expirations be- 
longs solely to the insurance agent. The 
purchase or acquisition of an insurance 
agency by an insurance company which 
has operated, supported and been recog- 
nized as an upholder of the American 
Agency System violates this principle in 
spirit and in fact, whether this owner- 
ship may be direct or indirect, in whole 
or in part. 

“Therefore, the executive committee of 
NAIA is opposed to and condemns such 
agency purchase or acquisition by any 
and all insurance companies doing busi- 
ness within the Amcrican Agency Sys- 
tem.” 

The sale of insurance through vend- 
ing machines also came under close scru- 
tiny by the executive committee and drew 
strong c criticism by each member as being 
not in the best interests of the insurance 
buying public. Although the committee 
acknowledged the fact that this market- 
ing device has been accepted to a cer- 
tain extent by Americans with respect 
to travel insurance in airline and railroad 
terminals, the spread of this type of in- 
surance selling was viewed by the agents 
as deterimental to the public interest and 
inconsistent with the traditional high 
standards of the insurance industry. In 
recognition of the repercussions inherent 
in this way of marketing insurance, the 
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following statement was adopted by the 
committee : : 

“Inasmuch as all forms of insurance 
are readily available from independent 
insurance agents who are professionally 
equipped to properly advise and service 
the protection requirements of the Amer- 
ican public, the executive committee of 
NAIA strongly protests the sale of any 
form of insurance through vending ma- 
chines. 


“The committee recognizes that present 
travel insurance sold at airports and rail- 
road terminals is an accepted part of the 
American way of life but urges the vari- 
ous state regulatory bodies to prohibit 
the spread of this form of insurance sell- 
ing since it would result in inadequate 
and improper protection for the public 
and is not in the public interest.’ 


Automated Agency Accounting 


The subject of automated agency ac- 
counting was fully discussed after the 
committee heard the report of the spe- 
cial committee established to investigate 
this area, headed by Arthur F. Blum, 
Rockaway Park, N. Y. In the absence 
of Mr. Blum, the committee report was 
delivered by Paul O. Dow, NAIA treas- 
urer and staff secretary to the committee. 
Referred to by President Ellis as one 
of the most important research projects 
NAIA has ever engaged in, automated 
agency accounting has stimulated con- 
siderable enthusiasm among member 
agents across the country. 

Substantial progress on this research 
project was reported, and it was decided 
by the executive committee that the Na- 
tional Association would produce a pro- 
cedural manual on automated agency ac- 
counting which would be available to all 
interested member agents. A full descrip- 
tion of the system as developed by the 
special committee will be contained in 
the manual. 


NBFU Membership 213 

The National Board of Fire Under- 
writers announces the election to mem- 
bership of two additional companies 
They are: the Kansas City Fire and Ma- 
rine, Kansas City, Mo., an affiliate of the 
Glens Falls Insurance Co., Glens Falls, 
N. Y., and Valiant Insurance Co., of 
Dallas, Tex., an affiliate of Maryland 
Casualty. 

This increases the number of com- 
panies which are members of the Na- 
tional Board to 213. 


Wins Hartford Trophy 

The Salt Lake City, Utah Jaycee 
chapter won this year’s Fire Prevention 
Trophy awarded annually by The Hart- 
ford Insurance Group. Presentation of 
the silver cup was made at the 4lst 
annual convention of the National Junior 
Chamber of Commerce by Hartford Fire 
Special Agent Jack L. Stewart. Mr. 
Stewart also is president of the College 
Park, Ga. Jaycee chapter. 

There were more than 800 entries in 
the fire prevention category in this year’s 
competition. The Salt Lake chapter was 
adjudged to have conducted the most 
outstanding year-round effort in fire pre- 
vention. 


ROYAL-GLOBE SPECIALS 

Royal-Globe Insurance Companies an- 
nounce two appointments in the South. 
Richard M. Spiers Jr. has been ap 
pointed special agent in Greensboro, 
N. C., assisting State Agent Robert M. 
Kershaw, III. Donald E. Farmer has 
been appointed special agent for the 
north Alabama field, assisting State 
Agent John W. Pearce. 
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MORTIMER REORGANIZATION 


New President Frank B. Mortimer An- 
nounces Purchase of Interests For- 
merly Held by Gibbs Family 
Wiliam M. Mortimer Co., Inc., inde- 
pendent adjusters and surveyors, has 
reorganization after the pur- 
Mortimer, its new 
chairman, of the 
iterests formerly held by Anthony C 


mmpleted a 
‘hase by Frank B 
resident and board 


General Agents Name 
Committee Chairmen 


Appointments to the committees of the 
American Association of Managing Gen- 
eral Agents for 1961-62 are announced by 
President John A. Bunting. Following 
are the committees and the general agent 
members: 


Pening- 


Memorial—chairman, Carl N. Homer, 
San Francisco; Jules Simoneaux, New 
Orleans; William W. Smith, 
N. C. 

Publicity—chairman, C. C. 
Denver; A. P. Cunningham, Jr., 
Rouge; Pat Cosgriff, Fargo, N. D. 

Membership—chairman, William A. 
Marbury, Jr., Ruston, La.; Guy N. He- 
dreen, Seattle; Harold L. Henry, Min- 
neapolis. 


Raleigh, 


Robb, 


Jaton 


Shepherd, Little Rock; Paul D. Strick- 
land, Albuquerque; Clyde Higgin- 
botham, Jr., Jacksonville, Fla.; Charles 
W. Homer, San Francisco; Hartley 
Cravens, San Francisco; William D. 
Glass, Louisville, Ky. Hugh C. Quin, 
Atlanta; Joseph A. Rogers, Jr. St. Paul. 

Loss—chairman, R. A. Harris, Jack- 
sonville, Fla.; John E. Clark, Newark, 
N. J.; Erle C. Patrick, Dallas. 

Two new members recently approved 


Anthony C. Gibbs, Jr., and Gilbert Conference—chairman, Reed 
\ Gibbs. The firm continues to conduct ton, Denver, Langdon C. Quin, Jr., Atlan- 
vusiness from its offices located at 111 ta; J. M. Sogard, Great Falls, Mont. 
lohn Street, New York City 

While there have been certain per- 
sonnel a result of the reor- 
| the firm remains 


~ 
much as it was under the aegis of its 
under, William M. Mortimer, and con- 
tinues to serve the various specialized 
elds pertaining to the inland maring 
suran ndustry. 
The present staff of William M. Mor- 
mner O., Ine ss include s eight adjusters , e 


1 experience range trom 
10 to 29 vears with this firm, as well as 


are Robert W. Gatson, General Agent, 
Atlanta, and R. K. Langan General 
Agency, Louisville, Ky. 


Ronald N. 
Howard T. 


Development—chairman, 
Richards, San Francisco; 





_ 


ei Changes as 


r secretary of the lat 
ho has been witl 


this and other 


. a 
The reorganization, however, leaves 
the firm effectively intact as to person 
nel Among others there are George . 
Ahrens and H. B. Mortimer covering 
the I loss f ld. Stanley Jones han 
lling I of bailor-baile¢ 





t 








10us areas 


SS Willi H McBride covering 
machinery, contractors equipment, 

etc. and Pa B. O'Neill, Averell M 
ughton and John Torrusio respon 
sible for the various personal property 


iii ae ee 





B. Mortimer, in addi 


tion to his 
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I g textiles, machinery, jewelers 
ae ee tak Cae Widen ene You know quality when you see it. No wonder you and your fellow motelmen all across the country have 
tired, continues with them after 14 given The HoME’s Motel Policy such a warm welcome. You’ve made it the motel insurance policy — almost 
wjntlng oe ad Ue gp Hee overnight! For this is the package that gives you more protection where you need it most—at substantial 
cports that it 16 coms o Bee nog aoa savings—all backed by one of the world’s strongest, most distinguished insurance companies, The Home 
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YOUR MOTEL BUILDINGS — including all auxiliary IF DESIRED: Signs and Glass—Against “‘all risks’ of loss 
buildings. Motel Contents—Against burglary and theft 


Canadian Supts. Meet at 
Winnipeg September 18-22 


The 44 nier € es ie . ” 
Association of Superintendents of In- YOUR MOTEL CONTENTS— including furniture, fixtures, Money and Securities—Against “all risks” of loss. 
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wth wchcgeey Soe acter resale Jad meee, All may be covered against loss by fire, lightning and 
Friday, will be devoted to executive ses- he perils of Extended Coverage. All in this one policy from The Home! This is why 
intel “caesebeationn "hak das acl In addition, protection may be purchased against the so many motel owners already have it —This is 
i the Conference should be made perils of vandalism, malicious mischief, falling ob- why you should get all the details on it now from your 
h the Fort Garry Hotel, jects, weight of ice, snow or sleet, collapse of build- HOMEtown Agent. He’ll be very glad to show 
is early as possible and one should also ings, and electrical currents artificially generated, you how this powerful protective package can be 
etd ; wag 133 fe 8 ToC ACT with limited protection against the perils of water dovetailed expressly into your operation. And be sure 
« Winnlons, Menitebe. af intention ¢ damage, boiler explosion, and machinery breakage. to ask him about... 


"HIIC® |PLAN— easiest way ever to finance 
HOME’S great, new Motel Insurance 


Famous THICO PLAN lets you pay the way you want—monthly, quarterly, 


P. A. Corcoran Dies 


P pA. C rcoran, 66 years old, retired 
special agent in th ft and fraud 
lepartment of the National Board - of 
ire Underwriters, died at his home in 


lai agen 
me 
tmeé 








Sacramento, Calif. on June 19. Mt. Cor- annually or seasonally in amounts which can be spread over the term of 
coran, who retired in September, 1959, your policy! There’s nothing else like either THICO PLAN or this new Motel 
ad been with the Nat Board for Policy, both available only through your HoME Agent. Don’t settle for 
>» years, nandling inve ations in the j 3! 

California and Nevada areas. A native anything less! 

f Kansas, ] S h the Kansas Fire i i j 
ankle alic Gels Gi. a. ACT NOW — Sce your Home Agent or write for further information 
tional Board. 


today. Address Public Relations Department. 


Property Protection since 1853 
59 Maiden Lane, New York 8, N. Y. 


BRIZZOLARA JOINS ALLSTATE 

Robert J Brizzolara has joined the 
\listate Companies, as a member of th« 
materials department. He 
will succeed Chesser Howe, present de 
partment manager, when Mr. Howe re- 
tires this year after 30 years service. 
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Would Have Govt. Liable 
On Hazardous Contracts 


The Chamber of the 
United States says that when commercial 
insurance cannot be obtained, 


Commerce of 


the gov- 
ernment—not private contractors—should 
be liable for damages growing out of haz- 
ardous contracts. Manufacturers, car- 
riers, and other contractors are entitled 
to full protection, the Chamber claims. 
3ut the government should assume lia- 


bility only to the extent that private 
insurance is unavailable. 

The National Chamber expressed its 
views in a letter to the House Commit- 
tee on Science and Astronautics. The 
letter supported a bill to give the Na- 
tional ‘Aeronautics and Space Adminis- 
tration authority to indemnify contrac- 
tors against unusual hazards from re- 
search and development contracts. 

The Chamber says passage of the bill 
would give NASA the same authority 
that the Department of Defense now 
has. 


N. Y. Board Directors 
Harry W. Miller 


following as 


President has ap- 


pointed the members of 


the board of directors of the New York 


Board of Fire Underwriters for 1961- 
1962: C. Lloyd Blanchard, assistant vice 
president, Crum & Forster; James L. 
Dorris, president, Hanover Insurance 
Co., and Walter D. Sheldon, vice presi- 
dent, America Fore Loyalty Group. 
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Strudwick Acquires More 
Florida Home Shares 


Acquisition of an additional 16,000 
shares, approximately 15% of the com- 
mon stock of the Florida ‘Home Insur- 


ance Co., a Miami fire 


firm, 


, casualty and title 
is announced by A. E. Strudwick, 
president of the A. E. Strudwick Co 


Minneapolis reinsurance brokers 


Strud- 
gained control of the com- 
34,330 shares 
General De- 
shares from 
both of Miami 
obtained 


wick recently 
pany through purchase of 
of common stock from the 
velopment Co. and 34,330 
Southeast Shares, Inc., 

The 16,000 shares were 
through having made a general offer to 
minority stockholders to purchase re- 
maini ng $10 par vz ilue common stock at 


$24.50 a share. This brings Strudwick’'s 
holdings to 82% of the 102,705 shares 
issued and outstanding. 


While Florida Home is presently con- 
centrating on developing business in 
Florida, application has been made for 
licenses in seven additional states 


Oweas and Oliver Buy 
Dallas General Agency 


t Fer 5 2 Owens and W. M. Oliver an- 
nounce purchase of General Agency 
Corp. of Dallas, which was formed last 


year, and that operations of the manag- 
ing general agency will be maintained 
under the well-established name of T. 
\. Manning & Sons, Inc. Mr. Owens, 
who has been a recording agent in Fort 
Worth since 1953, is chairman of the 
board in charge of field development and 
sales and Mr. Oliver, who has been pres- 
ident of GAC and affiliated organizations, 
will direct the general 


agency as presi- 
dent. 

The new owners also announce that 
Southwestern Fire & Casualty of Dallas, 


for which the GAC 
manager, will retire 
that its policies will be allowed to run off 
to expiration, with facilities of the en- 
larged general agency being available for 
servicing and renewing the business 


was underwriting 
from business and 


Mu:ual Alliance Names 


Deeg Prevention Manager 
Frederick H. Deeg, has been 


appointed 
manager of the accident 


and fire pre- 


vention department of the Federation of 
Mutuel Fire Insurance Companies, the 
National Association of Automotive Mu- 
tual Insu-ance Companies, and the Na- 
tonal Association of Mutual Casualty 
Compa om at Chicago. He _ succeeds 
Joscph C. Stennett, who will continue to 


act as consultant 


Since 1954 Mr. Deeg has been director 
of the industriel safety division of the 
National Association of Mutual Casualty 
Companies. Edtcated at Wentworth In- 
st tute of Boston. Boston University, 
and Massachusetts ——— of Technol- 
ogy, he joined the inering hh ip sone 
of Liberty Sateed in 1936. Atfer thre 
years in Europe as a U. S. Army ae 
nance officer he became associated in 
1945 with the National Surety Corp. in 
Detro t. 


MOLLOY AT CINCINNATI 
The Zurich-American 
panies announce 


Insurance Com- 
appointment of Thomas 
P. Molloy to establish a branch office in 
Cincinnati. This office will supervise 
southern Ohio, Kentucky, and part of 
Indiana. Before joining Zurich as super- 
vising underwriter in Cleveland on Jan- 
uary 1, 1900, Mr. Molloy was associated 
with the Home Indemnity. 


AMERICAN DIVIDEND 
The American Insurance Co. has de- 
clared a dividend of 32%4¢ a share, pay- 
able September to stockholders of record 
at the close of business August 7. 
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Thacher Gives Views 


(Continued from Page 1) 


insurance business for example may not 
write fire and casualty insurance and the 
converse is equally true. By the same 
token, an insurer cannot engage in any 
business not properly incidental to its 
authorized lines of insurance. To these 
requirements upon a domestic insurer 
non-New York insurers which would be 
licensed in New York must give sub- 
stantial compliance. 

“A recent decision of the New York 
Court of Appeals has pointed out that, 
standing alone, a foreign company’s ac- 
quisition of a controlling interest in the 





THOMAS THACHER 


stock of a company doing an unrelated 
line of insurance bus siness does not dis- 
franchise the insurer from operating in 
New York—if, disregarding such stock 
interest, its assets meet applicable New 
York requirements 

“On the other hand, 
§ any assets test, no company, foreign 
ymestic, may retain its franchise 
here if it does engage in prohibited busi- 
Nor did the Court’s decision reach 
the question of economic impact of such 
a transaction from an antitrust point of 
view. No = fic transaction was be- 
fore it, Mr. Thacher said. 


and irrespective 
— 
Ol ual 


ness. 


Impact Upon Competition 

“In this regard it should be pointed 
out that, whenever confronted with such 
a transaction affecting one of its_li- 
censees, the New York Insurance De- 
partment will in normal course consider 
its impact upon competition in any line 
of commerce involved. But such consi- 
deration cannot be made in vacuo and, 
like all non-per se violations of law, 
is dependent upon analysis of under- 
lying fact, declination of the markets 
affected and measurement of the proj- 
ected changes therein. 

“New York’s policy 
engaging in unrelated : 
long standing,” stated the superin- 
tendent. “It derives from the concern 
that insurance funds should be prudent- 
ly invested and that insurance managers 
should concentrate their efforts upon the 
perfection of their commodity and its 
underlying security. This policy is of 
great significance today when insurance 
companies, particularly those engaged in 
life insurance, are among the biggest 
moneyed corporations in America. 

“Insurers licensed in New York in 
1960 had assets of some 130 billion dol- 
lars. The law does not place a ceiling 
on growth or size. But given effective 
regulation of insurance, these factors 
alone should not concern us. So long as 
insurance—policyholders’ funds entirely 
in the case of the mutual insurer—are 
snaiietier managed for the protection of 
those who bought insurance, so long as 
these funds cannot be used to eliminate 


against insurers 
enterprise is of 


competition, there can be little basis for 
concern that a single company, what- 
ever its size, can monopolize any phase 
of licensed insurance. After all, all that 
is needed to organize an insurer is 
capital and integrity.. Both of these 
commodities may not be in the abundance 
we would like, but neither can ever be 
monopolized so long as our economy and 
society remain free. 
Unrelated Lines of Business 

“Prohibition against engaging in un- 

related lines of business is just as im- 


portant to the performance of obligations 
to policyholders as the investment re- 


quirements of the insurance law. Insur- 
ance companies, the New York legis- 
lature has decreed, should not—with 


limited exceptions—get involved in non- 
insurance. The legislature wisely did not 
proceed to rest on its blocking out of 
certain prohibited areas, such as mort- 
gage guaranty, underwriting of stock 
issues, Sd any of the other activities in 
which the Hughes investigation showed 
that insurers had too often strayed to 
the prejudice of policyholders). It has 
prohibited substantially all such unrelated 
activity. 

“This is the policy of the State of New 
York and it will be enforced by the New 
York Insurance Department. Whenever 
it finds that an insurer has gone beyond 
the prescribed pale of insurance or gone 
beyond the pale of that which is properly 
incidental to its authorized lines of in- 
surance, the Department is required to 
take appropriate remedial action. 


Fiduciary Standards 


“The second comment which I would 
like to make in this area is with regard 
to the importance of insurers’ observance 
of fiduciary standards in ripe this 
enterprise which has reached sucl 1 mam- 
moth proportions. Management’s direct 
responsibility to oversee company busi- 
ness and to avoid all conflict of interest 
in the process was cogently stated in the 
Armstrong Committee Report to the 
legislature in 1906. 

“The New York Insurance Law in Sec- 
tion 78 deals expressly with conflicts of 
pecuniary interest on the part of any of 
the insurer’s officers and directors. 

Code of Ethics for Management 

“If the freedom and correlative respon- 
sibility of insurance management are to 
endure under any system of regulation, 
management must assert such controls 
over its activities as will root out the pos- 
sibility of practices incompatible with 
fairness to policyholders or contrary to 
the public interest. In this day and age 
of critical evaluation of corporate enter- 
prise it is certainly incumbent upon in- 


surance managers, bearing as high a 
fiduciary responsibility as any in this 
nation, that each insurer formulate and 


adopt a code of ethics applicable to man- 
agement and all other responsible per- 
sonnel—which in clear and simple terms 
prescribes unethical pré actice—from the 
baldest form of ‘gratuity’ to the most 
sophisticated form of conflict of interest. 

“But adoption of rules is not enough— 
internal enforcement must be routinely 
carried out by management. Without 
procedures designed to assure disclosure 
of conflicts of interest and unethical 
practice to those responsible as fiduciaries 
for their avoidance, management runs the 
risk of poor fiduciary performance. Ac- 
cordingly, in periodic field examinations 
by the New York Insurance Department, 
its examiners inquire into and comment 
upon the code of ethics of each insurer 
under examination and the manner in 
which its ethical code in enforced. 

“The National Association of Insur- 
ance Commissioners has amended the 
form of annual statement required to be 
filed by all insurers, to call for answer 
to the question whether or not the 
company has an established program for 
the disclosure of interests or associations 
on the part of its responsible employes 
and management which conflict with their 
official duties. 

“To the Attorneys General from those 
states and territories which, either in 
their general corporate statutes or in 
their insurance laws, have no substantive 
legislation dealing with the field of con- 


IAC Talks Set a High Standard; In 
Spotlight: Cagney, Harrison, Brown 


By Wa ttace L. Capp 


The 38th annual meeting of Insurance 
Advertising Conference last week at the 
Equinox House, Manchester, Vt. stands 
out as one of the most successful held to 
date, both from the standpoint of at- 
tendance and quality of the speeches and 
company-agency advertising on display. 

Of particular note was the willingness 
of ad managers of larger companies to 
give freely of their knowledge and ex- 
perience on projects which they are now 


conducting. Specifically, J. Kenneth 
Cagney , assistant secretary and fire ad- 
vertising manager of The Hartford 


Group, told about his company’s 
perience to date with its roadside ad- 
vertising program; Robert E. Brown, Jr., 
director, advertising division, Aetna Cas- 
ualty & Surety, explained (see review 
article in our June 23 issue) why he 
favors cooperative advertising on the 
basis of companies and agents sharing 
the cost of the campaign, and Walter M. 
Harrison, Jr., manager, public informa- 


ex- 


tion and advertising department, The 
Travelers, who gave a closeup of his com- 
pany’s sponsorship of “trademark list- 
ings” in the Yellow Pages of telephone 
directories in many cities around the 
country. All three of these talks were 


informative and valuable to the assembled 
advertising and sales promotion man- 
agers. 

The IAC people also welcomed the 
presence of John A. Cairns and James 
T. Chirurg, chairman and vice chairman, 
respectively of Boston and New York 
ad agency of Chirurg & Cairns, who 
spoke jointly on “Presenting Agency 
Services, Plans and Budgets to Top 
Management.” Their skill in this presen- 
tation was well set forth in a brochure 
which was distributed at the meeting. 
Another ad agency speaker was Frederic 


Papert, board chairman of Papert, 
Koenig, Lois, Inc.. New York, whose 
“Dilly Bean” story was entertaining 


and instructive. 

Two technicians in their respective 
fields—Charles Choquette, assistant to 
president of Reply-O-Letter Corp., and 
Jack M. Robinson, partner in Robinson 
& Seidl, Minneapolis—spoke respectively 
on “Direct Mail and the Postal Regula- 
tions” and “Building Motivational In- 
fluences” which talks were well received. 

It was announced by Art Dannecker, 
IAC program vice president for the 
coming year, that the midyear meeting 
will be held December 7-8 at Delmonico 
Hotel, 502 Park Avenue, New York. 

Cagney on Roadside Advertising 


In telling about the Hartford Fire’s 
roadside advertising program Mr. Cagney 
emphasized that this type of advertising 
presents “opportunities too dramatic to 
be long ignored.” With America now 
becoming “a nation on wheels,” he said 
he did not agree with the critics who feel 
that roadside advertising is wasted, as 
far as the local agent is concerned. He 
said that such criticism, waste circula- 
tion for example, should not be allowed 
to obscure the great local impact of such 
advertising. He brought out: 

“The average roadside display is seen 
by 90% of the people in the community 
in which it is situated. And the average 
person in that community will see the 
sign 15 times a month. Thus, it is 





flicts of interest, I suggest the desirability 
of considering such legislation,” Mr. 
Thacher said. “While the field of con- 
flict of interest in certainly one in which 
the basic tool of state insurance regula- 
tion—examination of licensed insurers— 
can be, and has been effectively used, I, 
as an administrator, am glad that New 
York’s Insurance also includes some 


legislative teeth in this area.” 





difficult to ignore this local advertising 
opportunity.” He went on: 

“Three years ago, we at The Hartford 
decided that we wanted to develop a 
roadside advertising program for our 
agents. Pre-requisites were (1) an at- 
tractive sign; (2) a sign which would be 
suitable for use by agents from coast 
to coast yet adaptable to local condi- 
tions; (3) economy that would encourage 
maximum agency participation, and (4) 
complete service facilities which would 
relieve us and our agents of the myriad 
details of site acquisition, sign erection 
and sign maintenance. 

“A fifth prerequisite was that we would 
have to have working for us a competent 
outfit, equipped to handle, with intel- 
ligence and diplomacy, the job of creating 
and nurturing our program with local 
Hartford agents. Obviously, we could not 
divert our field staff, to any great extent, 
from their normal jobs to handle this 
assignment (even if they had had the 
needed training to do the job) . and 
a roadside program has so many local 
angles, it’s virtually impossible to do 
more than spark interest with direct mail 
from the company. 

“So we turned our sign program over 
to the National Advertising Co., more 
familiarly known as Nadco, a subsidiary 
of Mittnesota Mining & Manufacturing 
Co. This is the firm famous for Scotch 
tape. 


“One of the things we sought was 
economy. An advertising message on 
Scotchlite, reflecting back to the head- 
lights of passing motorists, makes a sign 
effective 24 hours a day. Yet, since no 
electricity is necessary, the cost per ad- 
vertising impression is unbelievably low. 


Two Sizes of Signs 


“We designed the sign at the Hartford 
and Nadco adapted it to two sizes—one 
sign seven feet wide, another twelve 
feet wide. As a designing advantage, 
judicious positioning of the Hartford 
Stag trademark left a nice, big, prominent 
spot for our agent’s name, address, etc. 
The panel below the main body of the 
sign allowed the agent a variety of 
tailored-to-his- situation messages such as 
“Oldest Agency in the County,” “24 Hour 
Service,” “All forms of Insurance” ete. 
Incidentally, after our program was well 
under way, a number of agents showed 
interest in NAIA’s Big I attachment to 
their signs. We made such an attachment 
available (at no cost) to all who were 
interested, 

“Once we had worked out the bugs, 
we arranged state by state meetings be- 
tween our fieldmen and Nadco salesmen. 
Both were thoroughly briefed on proce- 
dure by their respective companies 
and along with getting to know each 
other, these men had the opportunity to 
swap information. Obviously, advice from 
an experienced fieldman was invaluable 
to the Nadco fieldman calling on insur- 
ance agents for the first time. 


“Usually, the Hartford and Nadco men 
called on a few agencies together for 
additional experience. The playback from 
these ‘preview’ calls was our first indica- 
tion that we had a ‘hit’ on our hands. 


“Then, with our two field staffs primed, 
we got out our first general announce- 
ment to all of our Hartford agents. And 
here’s the deal we had to offer: An 
opportunity to tie in dramatically with 
our national advertising. Attractive signs 
with loads of room for agent advertising. 


A three-year sign contract with modest 
monthly payments. Sizeable financial 
contributions by The Hartford. All signs 
to be erected on locations approved by 
the agent. Inspection of every sign on 
a regular cycle basis. Repair or replace- 
(Continued on Page 28) 
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BUFFALO MOVES N. Y. BRANCH 


Now Located at 100 Wm. Street J. J. 
Brady Manager; Claim Dept. Continues 
At Baldwin, L. I. 

New York branch office of Buffalo In- 
surance Co., which services New Jersey, 
metropolitan New York, and counties 
within 100 miles of New York, has so 
substantially increased its business that 
its present quarters at 44 Wall Street, 
have become outgrown. As of June 
28, the metropolitan and suburban de- 
partments moved to 100 William Street 
where the new phone number is BOw- 

ling Green 9-7900. 

John J. Brady, manager of the branch 
office for the past five years, has a back- 
ground of 21 years of insurance experi- 
ence except for World War II service. 
A graduate of Brooklyn Law School, he 
is a member of the New York State Bar. 
He is an Insurance Society instructor 
for the brokers’ course in general lia- 
bility, and is an alternate member on the 
governing committee of the New York 
Fire Insurance Rating Organization. 

Mr. Brady announced this week that 
the change in address does not involve 
the Buffalo’s claim department which 
continues to operate at the Baldwin, 
L. I. office. 


Blowers of NYFIRO to 


Join Inter-Regional 

James E. Blowers, assistant manager 
of the New York Fire Insurance Rating 
Organization, will join the staff of the 
Inter-Regional Insurance Conference 
September 1, Kent H. Parker, general 
manager, announces. Mr. Blowers has 
been employed by NYFIRO since June, 
1947. He is a civil engineering graduate 
of Syracuse University, and a licensed 
professional engineer in the State of 
New York. Mr. Blowers started with 
NYFIRO in the public protection de- 
partment in Syracuse and traveled the 
upstate field, surveying municipal fire 
defenses. 

In 1954 he was appointed chief engi- 
neer for public protection work at NY- 
FIRO. He was transferred to the New 
York office of the rating organization in 
1956 and assumed the full responsibilities 
for all aspects of this work statewide. 

Mr. Blowers is secretary of the Na- 
tional Fire Protection Associations com- 
mittee on fire pumps. He is chairman of 
the advisory engineering council of the 
National Board of Fire Underwriters. He 
is a member of the Society of Fire Pro- 
tection Engineers and the fire safety 
advisory board of the division of fire 
safety of the State of New York. He 
is also a member of health and safety 
committee of the Greater New York 
Councils, Boy Scouts of America, in a 
fire protection advisory capacity. 


Atlanta L.1.I. Meeting 


The Southeastern regional office of the 
Insurance Information Institute has con- 
cluded a two-day conference here on 
public service and public relations topics 
with leaders of field organizations which 
have been active in this work in the 
Southeast during the past year. 

General Manager J. Carroll Bateman 
of the Institute’s New York headquarters 
participated, as did insurance company 
executives who are serving as members 
of the Southeastern advisory committee. 
The Southeastern office of III. is di- 
rected by R. M. McFarland, Jr., assisted 
by A. M. Thomasson. 

Institute President Roland H. Lange, 
vice president, Hartford Fire, addressed 
the conference by transcription. He urged 
the representatives to continue to meet 
the challenges of a changing business 
by familiarizing themselves with the 
many new trends which are developing 
within the industry. Fieldmen attend- 
ing currently represent their state organ- 
izations as president and public relations 
chairmen, 


MOVE HARTFORD OFFICE 
Royal-Globe Insurance Companies 
have moved the Hartford office to a new 
location at 22 Trinity Street, Hartford 2. 


SLUGG AND HETH ADVANCED 





Become Assistant Secretaries of North 
America; Slugg Supt. of Agencies, 
Heth Sales Director 
Insurance Company of North America 
has elected William A. Slugg and Donald 
G. Heth assistant secretaries. Mr. Slugg, 
presently superintendent of ‘agencies, 
business development department, joined 
INA in 1949 as a marine instructor in 
INA’s home office educational depart- 
ment. Subsequently he became a special 
agent, Syracuse service office, special 


agent and manager, Pittsburgh marine 
department and assistant manager, Pitts- 
burgh and Cleveland service offices. 

A graduate of West Chester State 
Teachers College, West Chester, Pa., and 
a Coast Guard veteran, Mr. Slugg also 
took graduate studies at Temple Univer- 
sity. He is a past director, Pittsburgh 
Insurance School; past chairman, insur- 
ance committee of the Pittsburgh World 
Trade Council; a member of the educa- 
tional committee, Pittsburgh Chamber of 
Commerce. 

Mr. Heath started his insurance career 


with the Indemnity Insurance Company 
of North America as a special agent in 
Iowa ‘and Nebraska in 1946. After a 
period of military service he joined the 
Continental Casualty and attained various 
positions in the sales and administrative 
areas of the company’s accident and 
sickness organization. He returned to 
INA in 1960 as director, accident and 
sickness sales, business development de- 
partment. 

Mr. Heth is a graduate of Franklin & 
Marshall Academy, Lancaster, Pa., and 
attended Duke University, Durham, N.C. 





Results of our 





“Agents Seminars” 


During 1960, executives of The Atlantic Companies got together with independent agents in all 
parts of the country for a series of informal meetings. They discussed industry problems and goals, 
ideas and “gripes”. We knew these meetings would be stimulating — but we had no concept of the 
number of practical, business-building ideas they would produce. Here are five ideas that our 
Companies, with agents’ help, have already turned into realities... 





PREMIUM BUDGET PLAN: The easiest-to-use monthly 


COOPERATIVE ADVERTISING PROGRAM: Advertise- 
ments telling the public why to buy insurance 
through independent agents are appearing in 90 
newspapers coast to coast, with agents’ tie-in list- 
ings. Agents pay half the cost of their listings only. 


payment plan in the industry, utilizing a novel 
slide-rule calculator, has been made available to 
agents. The cost to the insured (10 month plan) is 
$2.52 per $100 of financed premium. 





BUSINESS SAFEGUARD PROGRAM: With the advice 
of agents, a coordinated group of flexible package 
coverages for all types of businesses has been 
designed. “Retailer’s Safeguard” has already 
proved itself in a number of states. 


v) 
RESEARCH AND DEVELOPMENT PROGRAM: Agents (Y 
now benefit from a newly established “idea mill” [| 
which meets in Atlantic’s Home Office and Mid- 
west and Pacific Division offices to analyze and 
improve anything from claims service to policy 
forms. 





AVERAGE COMMISSION SYSTEM: Eligible agents can 


y take advantage of a new system which saves time 
oo, and money in their office and in ours. 


—, 


Because of the success of these seminars, we will be inviting more of our agents to sit down with 
us for straight-from-the-shoulder talks in the months ahead. We hope that you will be willing to 
spare the time. Meanwhile, our sincere thanks for your past cooperation. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL «+ 


28 Offices in Cities from Coast to Coast ¢ 


CENTENNIAL 
Home Office: 45 Wall Street, New York 5 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 
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Future Risks of Great Magnitude 
Challenge to Insurance Industry 


hallenge of risks of great magni- 
tude in the future were outlined before 
he American Institute Forum in Phila- 
delphia recently by William H. Berry, vice 
noe arr of the America Fore Loyalty 
Gr up. He told his audience of insur- 
ance leaders that unless something com- 
pletely unforeseen happens to this coun- 
I one can be reasonably sure that 
fie growth trends in population, industry 
and values, and the incidence of catas- 
ophes, as presaged by past experience, 
will continue to follow the general pat- 
tern for the near future 

This includes the certainty that 

the short span of ten years 
and money now being devoted 
rch and development will result 
in the creation of startling new prod- 
ucts and new industries, and new ex- 
posure problems for the insurance engi- 
underwriter 





even 


or so, 





neer and 
‘The engineering required in the in- 
telligent analysis of hazards confronting 





he fire and casualty business of today 
wers a continuously expanding field 
ivil, mechanical, electrical, chemical, 
metallurgi electronic, aeronautics, 
safetv, mining, and now nuclear,” Mr. 
Berry observed “Even the products 
liability man has to be, among other 
No one man 


hings, a dermatolog 

I ‘ompass all t disciplines. In- 
> companies and their affiliated as- 
t have long recognized the need 
specialist the future will 





tions 





require 
many more.” 

Public Utility Growth 
Mr. Berry cited the enormous steam 
rs being planned, some with 
~apacit of 800,000 KW costing over 
$30,000,000 eac! Some manufacturers 
are prepared to undertake orders for 
1,000,000 KW units. Steam boilers for 
giant turbines will cost in excess of 
7,400,000 each. They are 18 stories 

g \\ very large ; e boxes 
During the pas ree four years 
e have experienced a disturbing number 
irnace e-box explosions, with 
ysses ranging from several thousand to 
P he millions,” he continued. “A 
c t loss resulting from a fire-box ex 
plosion involved payment of $31, million 
‘Transmission-line voltages are ex- 
pected to climb still higher. The Ameri- 
an Gas and Electric Power Co. with 
345.000 volt lines already in recent serv- 
ce, has joined with the Westinghouse 
Co. in conducting tests to determine the 


technical and economic feasibility for trans- 
at 750,000 volts. It is difficult 
to visualize the amount of copper or 
ther metal required for cables of 


mission 


this 








-apacity. Transformers, both step-up and 
step-down, wl already have attained 
remendous size and value, will some 


have to handle such super-voltages 
1ev now cost around $10 a KVA, more 
han double the cost in the last decade 
\ 500,000 KVA 31 gan’ transformer for 
oltages might run to $5 mil- 








r more 
Atomic Power Plants 
‘Atomic 


‘ompetitive 


power plants are not yet 
with conventional plants 
burning fuel but with the anti- 
pated developments in reactor tech- 
nology, and reductions in sight in the 
producing nuclear fuel, it is 
-onfidently expected that the atomic 
plant will be economically feasible and 
able to compete before 1970, particularly 
in those areas where present fuel costs 
are higher than average. This means that 
the atomic plant must deliver energy at 
the bus at a cost less than six or seven 
mills per kilowatt hour. The larger 
the reactor, the greater the possibility 
for lower cost power. We may expect, 
therefore, that the reactors to be built 
toward the end of this decade and after, 
for central station service, will be much 


fossil 


cost of 


bigger and more costly than those now 
in operation, under the construction or 


on the planning boards,” Mr. Berry 
revealed. : 
“The greatest hazard or potential 


property loss is, of course, a runaway or 
an excursion with a melt-down of the 
reactor core. Even if this disaster did 
not breach the containment vessel to 
permit release of radioactivity to the 


| William H. Berry | 





| William H. Berry, who presented 
|\“The Challlenee of Risks of Great 
| Magnitude,” joined America Fore in 


11935 in the Chicago engineering de 
partment of the Continental. He 
|served as state agent in Wisconsin 
“ntl 1952 when he moved to the com- 
pany’s home office in New York as 
manager of the public utilitics de- 
partment. Mr. Berry was appointed 
assistant secretary of the America 


Fore Fire Companies in 1953. sec: 
ltarv in 1954, and vice president in 
1957. In 1959 he was made vice pres- 


dent of the Fidelity and Casualty, 
and in 1961 became vice president for 
all companies of the America Fore 
Loveiey Group. Active in numerous 


organizations, Mr. Berry is chairman 
of the executive committee of the 
Factory Insurance Association and 


the nuclear clause committee of Inter- 
Regional Insurance Conference. He is 
a member of the committee on com- 
mercial uses of atomic energy of the 
United States Chamber of Commerce, 
a member of the 





engineering com- 
mittee of the National Board of Fire | 
Underwriters, a director of the Na-| 
tional Fire Protection Association, a 
member of the Insurance Society of | 
New York, and the Society of Fire | 


Protection Engineers 


environment, and none have so far, the 


property damage at the site would be 
enormous, certainly in the millions. 
Should the containment be ruptured and 


other related factors be adversely com- 
pounded, the third party lability losses 
esulting from radioactive contamination 
could reach almost fantastic figures. In 
fact, this potential hazard when evaluated 
from a direct physical damage standpoint 
in the light of our present technology, 
is so great that as yet, no way has been 
found to develop a suitable insurance 
market. 

“The potential hazards associated with 

e peacetime or civilian usage of nuclear 
energy are of great magnitude but except 
for direct damage resulting from radio- 
active fallout are considered insurable. 


Huge Values Involved 


“Without the nuclear hazard but of 
great magnitude and value are the cyclo- 
trons and particle accelerators. The very 
big ones are government sponsored, but 
the insurance industry can be concerned 
with builders risk and in some cases 
permanent insurance. They run into big 
money—just recently authorization is 
being considered for an appropriation of 
$114,000,000 to build a Linear Electron 
Accelerator two miles long, capable of 
accelerating particles to 20 billion elec- 
volts,” Mr. Berry said. 

“To date. the AEC has issued over 
8,000 licenses for the possession and use 
of radioisotopes for application in in- 
dustry, agriculture and medicine. Over 
2.500 hospitals or medical groups are 
using radioisotopes for diagnosis and 
treatment. There are over 5,000 radio- 
isotopic gages now at work in industry 
measuring the density and thickness of 
sheet materials such as metals, rubber, 
plastics, paper and the like. These gages 
perform feats heretofore impossible, and 
the savings to industry is estimated to 
run into the millions of dollars annually. 

“As the use of nadioisotopes grows 


tron 


and extends into new fields, the hazard 
of radioactive contamination will require 
more careful consideration by the un- 
derwriter. There are situations where 
the accidental release of certain types 
of radioactive materials could cause 
property damage and business interrup- 
tion losses running into six or seven 
figures. Decontamination can become 
surprisingly costly and of long duration. 
“The Radioactive Contamination As- 
sumption Endorsement program intro- 
duced by the insurance industry several 
years ago, provides coverage for this 


peril from a on-premises source,” con- 
tinued Mr. Berry. 
Chemical Industry 2 


“The chemical industry as a whole has 
been expanding in modern times at a 
rate nearly double that of the nation’s 
economy and is exepected to maintain 
this growth through the sixties 

“As promising new products ond new 
processes are discovered, there is the 
urge to build prototype plants and get into 
production as rapidly as possible to reap 
the profits before competition sets in or 
still newer processes or materials might 
make a production plant obsolete. With 
all of these predicted expansions and 
new developments, we must expect 
greater concentration of values exposed 
and many new hazards. The chemical 
industry, more than any other, is charac- 
terized by rapid obsolescence and ab- 
normal depreciation from wear and tear, 
corrosion and high temperatures. 


“Insured losses resulting from fire or 


explosion of ordinary chemicals, such as 
ammonium nitrate for fertilizers, have 
been severe and at intervals too close 


to be of comfort to the underwriter,” Mr. 
3erry stressed. 

“In the explosives industry, 
ous processes and quantities are general- 
ly isolated and confined in scattered 
bunkers or magazines to minimize the 
destruction in the event of ian accident. 
Such precautions are not generally 
feasible in many chemical processes in- 
volving continuous flow of flammable or 
potentially explosive materials. The re- 
sult is that when an explosion or fire 
does occur, the damage may extend far 
beyond the particular unit in trouble and 
involve other high valued installations 
as well as production. 


danger- 


“In urban areas now, 
able property is being 
lots on the 


extremely valu- 
used for parking 
ground level only. It is in- 


evitable that machine type parking 
garages will be built, handling 500 to a 
thousand or more cars, many stories in 


height. A fully automatic eight- story 
parking machine recently built in London, 
a pigeon-hole type accommodating 500 
cars, is of the open rack type construc- 
tion entirely of unprotected steel. 

“This type of structure will pose a new 
problem for us,—a susceptible structure 
with automatic elevators and other valu- 
able gear housing a concentration of, 
say, two or three million dollars worth 
of cars each with a tank of gasoline and 
in many instances exposing valuable 
property on either side. 


Television Towers 


“Television towers today fare a far 
cry from the radio masts of yesterday. 
The formula is simple—the higher the 
tower, the greater the area coverage and 
resultant revenue. There are several TV 
towers now over 1,000 feet high, the 
tallest at present being the 1,676 foot 
tower at Cape Giradeau, Missouri which 
tops the Empire State Building by 211 
feet. No doubt still taller ones will be 
built during the next decade where the 
economics will justify the investment. 
Closed circuit television, a partial solu- 
tion to better programming, may change 
the tower picture but then we must face 
up to the problem of underwriting over- 
head transmission lines of one kind or 
another including valuable booster equip- 
ment. 


“These big towers represent $114 mil- 
lion in value, and the BI exposures an 
be very large, as much as $2% to $3%4 
million per year. Furthermore, if the 





Fabian Bachrach 


WILLIAM H. BERRY 
tower crashes, it may destroy other 
valuable property. The broadcasting 
equipment often located within falling 
range can run into hundreds of thou- 
sands of dollars 


“The concentration of values in bridges 
and tunnels with their catastrophic loss 
possibilities have long concerned the in- 
surance engineers. The George Wash- 
ington Bridge, built in 1931, cost $76,000,- 
000 with approaches. The second deck 
now under construction will bring the 
total to $183,000,000. It is significant that 
the addition will 


e } cost more than the 
original bridge as constructed. The 
Mackanac, Michigan Bridge completed 


in 1957 cost $80,000,000. 
Narrows Bridge is to cost $320,000,000,” 
said Mr. Berry. 

“The Holland Tunnel and approaches, 
completed in 1927, $57,900,000. The 
Lincoln Tunnel’s two tubes, com- 
pleted in 1937 and 1945, cost $88,000,000. 
The third tunnel, opened in 1957, cost 
$95,000,000 more than the first two tubes 
combined. 


The Verrazano- 


cost 
first 


These and similar installations country- 
wide are continuously exposed by many 
perils—earthquake, windstorm or tor- 
nados, fire—in, on, waterborn below or 
on land under or adjoining the ap- 
proaches or critical anchorages or air- 
craft. This hazard will grow with the 
increasing density of air traffic and fin- 
ally, not of catastrophic proportions but 
capable of producing a substantial loss, 
the transportation of nuclear materials 
over the bridges and through the tun- 
nels,” 


Harleysville Launches 
New Building Program 


The Harleysville Insurance Companies 
have broken ground for a_ $1,100,000 
building program that will double the 
companies’ home office facilities. Arthur 
A. Alderfer, president of the Harleys- 
ville Companies, spoke at the ceremony. 
The project is scheduled for completion 
early next year. 

Congressman Richard S. Schweiker, of 
Landsdale, Pa.; Vincent G. Kling, Phila- 
delphia architect and H. A. Schroedel, 
vice president of the Turner Construc- 


tion Co., New York, also participated. 
GANNON GENERAL ADJUSTER 


Vincent G. Gannon has become gen- 
eral adjuster at metropolitan New York 
adjusting office of General Adjustment 
Bureau. He joined the bureau in 1947 
at Brooklyn. He has served in Boston, 
Brockton and Worcester, Mass.,.as well 
as Patchogue and Bronx, New York 
branches. Since February, 1959, he has 
been attached to the metropolitan New 
York branch, 
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Three Travelers Appointments 


Three appointments to manager inthe 


office administration department have 
been announced at The Travelers. Pro- 
moted at the following offices were: 


Cornelius G. 


Sullivan, Worcester, Mass. ; 


‘at the Peoria office, Mr. 


there later that year. 

Having joined the company in 1953 
A illiams was 
subsequently named assistant field un- 
derwriter and field underwriter there. 
He went to Wichita in 1959 and was 





CORNELIUS G. SULLIVAN 


Gene B. Williams, 
erick G. 

Mr. Sullivan joined 
1949 at 


Jackson, Miss.; Fred- 
Portland, Me. 

The Travelers in 
3oston in the office administra- 


Hathaway, 





FREDERICK G. HATHAWAY 


tion department and was subsequently 
named 
1956. 


city in 


assistant office manager there in 
He went to Portland in that capa: 


1959 and was named manager 





Interstate Reports 


Higher Earned Premiums 
Interstate Fire & Casualty of Illinois 
and Chicago Insurance Co., a wholly 
owned subsidiary, have reported earned 
premiums of $1,402,070 for the three 
months ending March 31, a 65% increase 
over the $849,162 reported for the first 
quarter of 1960, 

Adjusted net income for the period 
totaled $97,291 or 43 cents a share, com- 
pared with $122)143 or 54 cents a share 
for the first three months last year. The 
adjusted net is based on the usual indus- 
try practice of computing the equity in 
the unearned premium reserve at 35%. 

In a report to the Inte rstate and Chi- 
cago board of directors, Cameron Brown, 
president of both companies, predicted 
that gross premiums this year “should 
well exceed $9,000,000 and may even ap- 
proach $10,000,000” by. year ‘end. Pre- 
mium writings in 1960 totaled $8,200,000. 


Alabama Fire Rate Up 1% 


Fire losses throughout Alabama re- 
main high enough to require an overall 
annual increase in insurance premiums 
of $156,967 or 0.9%, effective June 1, 
according to L. Vernon Cantey, manager 
of the Alabama Inspection and Rating 
Bureau. 

Mr. Cantey in announcing the rate 
changes, said “The increase of 0.9% is 
a direct reflection of our burning rate. 
Fortunately it is less than the 1.5% in- 
crease needed in 1960. Alabama can be 
thankful that our overall fire insurance 
rate level including today’s adjustment, 
is 32% below that in 1948.” 


GENE B. WILLIAMS 


promoted to assistant manager at that 
office. 

Mr. Hathaway joined the company in 
1954 in tthe office administration depart- 
ment at the Seattle office and was named 
assistant field underwriter there in 1956. 
He went to the 42nd St., New York City 
office in 1958 as special assistant and 
was promoted to administrative assistant 
there in 1959, 


Va. Rate Changes Asked 


A series of fire insurance rate changes 
including a classification system for farm 


property have been requested by the 
Virginia Insurance Rating Bureau. The 
State Corporation Commission — has 
ordered a public hearing on the pro- 


posals here July 5. 

The rate changes are largely rate in- 
creases, although under the classification 
system some farm and rural property 
would obtain slightly lower rates than at 
present. 

Also proposed is a $50 deductible pro- 
vision for lightning damage to electrical 
equipment. The deductible feature would 
apply to each occurence, and not to each 
appliance. 


OFFICES LIMITED 
REINSURANCE 


116 JOHN STREET - NEW YORK 38, N. Y. 
465 CALIFORNIA STREET + SAN FRANCISCO, CAL. 


LONDON « 
VANCOUVER - 


Howse Heads Texas Comm. 
On Property Rating 


J. A. Howse of Cravens, Dargan & Co., 
Houston managerial firm, has been named 
to head the all- industry steering com- 
mittee of the fire insurance business in 
Texas to make a definitive study of prop- 
erty rating, with six special committees 
already named. 

Mr. Howse, chairman was temporary 
chairman during organization period, said 
that the group would keep the State 
Board of Insurance and the Commis- 
sioner of Insurance abreast on all pro- 
gress made by the various sub-commit- 
tees. The committee will be self-sup- 
porting and will call on technical as- 
sistance as needed, meeting every two 
or three months to review reports. 

The six sub-committees and their 
chairmen are: internal administration, 
Raymond L. Mauk, vice president, Amer- 
ican General; decentralization of field 
rating, James K. Ruble, Texas Associa- 
tion of Mutual Insurance Agents; com- 
prehensive study of the General Basis 
Schedule, William M. Vittrup, Conroe, 
representing Texas Association of Insur- 
ance Agents, and Aubrey Reilly of Texas 
Insurance Checking Office, co-chairmen. 
Texas Research League reports, Oram 
Needham and George Stricker, both of 
Millers Mutual Fire of Texas, co-chair- 
men; refinement of classifications and 
schedules, George Henry, Royal-Globe 


scheduling and co-ordinating. 

































































































affiliated with THE L 





































































































You will see 


THE GIG) DIFFERENCE 


in commission income if you sell 
INSURANCE-TO-VALUE 
to every policyholder! 


THE MANHATTAN FIRE & MARINE INSURANCE CO. 
GUARANTEE INSURANCE CO. 


MULTIPLE LINE * NATIONWIDE - FAST SERVICE 


Executive & Regional Offices 
111 John St., New York 38 . 


Branch Offices in Chicago and Los Angeles. Service Offices and 
General Agents in Principal Cities throughout the United States 


Producers who work with us say: “Very Good People to Deal With” 
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New Booklet on Sound 
Fire Risk Underwriting 


Just off the press and available to in- 
terested companies individuals in 
reasonable quantities without 
a new booklet describing the 
mentals that go the sound 
writing of fire insurance risks. Called 
Report No. 4 of “A Guide to Sound 
Fire Insurance Underwriting,” the 12- 
page 8%” by 11” educational publication 
is the fourth in a series produced as a 
service to the insurance industry by 

Sanborn Map Company, Inc. 

Author of material in the new booklet 
is Douglas M. Temple, CPCU, of San 
Francisco—a former fieldman and exec- 
utive with experience as writer and teach- 
er of insurance subjects. Titled “The Art 
and Science of Risk Selection,” it is a 
somewhat condensed version of a chapter 
in a newly- — book by Mr. Tem- 
ple entitled “What Is Insurance?” 

The “Guide” booklets were initiated 
two years ago. The first two reports 
contained analysis of specific commercial 
and industrial risks by underwriters 
while Report No. 3 described the under- 
writing policy of one of the country’s 
leading insurers noted for consistently 
low loss ratios. 

Copies of Report No. 


and 
charge is 
funda- 


into under- 


4 may be ob- 


tained by writing Sanborn Map Co., 
Inc., at 629 Fifth Ave., Pelham, N. Y.; 
85 John St., New York City; 220 S. 


530 Washington 
A limited number of 
also still available. 


eae st. Chicago; or 
St., San Francisco. 
earlier booklets are 


Mutual Fire Assn. of 
N. E. Re-Elects Officers 


Francis S. Goff, Jr., vice president and 
secretary of the Providence Mutual Fire, 
was re-elected as president of the aiutunt 
Fire Insurance Association of New Eng 
land at its annual meeting in Reston. 


President Arthur W. Benson of the 
Pawtucket Mutual was re-elected first 
vice president. R. Burton Forbes, sec- 


retary-treasurer of the Attleboro Mutual 
Fire, continues as second vice president. 
Raymond B. Morrison, vice president and 
secretary of the Holyoke Mutual Fire 
of Salem, was renamed to a four-year 
term on the executive committee. 

William N. Woodland was re-elected 
executive vice president, secretary and 
treasurer of the association. Wesley G. 
Angell continues as vice president and 
manager of the claims division and Ethel 
M. Pratt is assistant secretary-assistant 
treasurer. 


HANSELMANN AT BOSTON 

General Adjuster G. R. Hanselmann of 
the Chicago Loop office of the General 
Adjustment Bureau has been transferred 
to the Boston branch. He joined the 
Western Adjustment and Inspection Co. 
at Jackson, Mich. in 1929 and served in 
various branches in Michigan, Iowa, Mis- 
souri, Kansas and Indiana. Since 1957, 
Mr. Hanselmann has been associated with 
the Chicago office. 
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John W. Van Brunt Joins 
Stewart, Smith & Co. 





JOHN W. VAN BRUNT 


John W. Van Brunt has _ joined 
Stewart, Smith & Co., Inc., New York 
City, in the capacity of fire and inland 
marine underwriting supervisor. His 
faculta- 
operations. Mr. Van 
3runt will assist Stewart, Smith’s brok- 


duties will include direction of 


tive reinsurance 
ers and agents in marketing of special 
risks accounts. He will also manage the 
newly expanded facultative reinsurance 
division which services the facultative 
needs of insurance companies. 

Mr. Van Brunt goes to Stewart, Smith 
from The Fund Insurance Companies, 
tor which he had managed operations of 
the metropolitan New York fire under- 
writing department. Prior to that he 
had been for 10 years with the Home In- 
surance Co. 


N. Y. Dept. Opens New 


Licensing Exam. Center 

The New York State Insurance De- 
partment has established a new examina- 
tion center in Binghamton, where exami- 
nations for licenses as insurance agents, 
brokers and adjusters will be held. 
Broome Technical Community College 
has made space available for this pur- 
pose in its Building No. 5 on Upper 
Front Street. The first examinations will 
be held there on July 20. 

Heretofore, tests were given only in 
Albany, Buffalo, Rochester, Syracuse and 
New York City. The additional center 
was added as a result of a survey. This 
study indicated that a sufficient num- 
ber of applicants for licenses residing 
in the southern tier were taking their 
examinations at other centers to justify 
establishing a center at Binghamton. 


AGENTS TAKE INA COURSE 

Thirteen insurance agents recently 
completed a special five-day training 
program in the 9th in a series of courses 
at Insurance Company of North Ameri- 
ca’s headquarters in Philadelphia. The 
course deals with the latest developments 
in insurance and is designed to aid expe- 
rienced agents in increasing their pro- 
duction of commercial and industrial 
lines. 


Newman of Brooklyn 
Phoenix Contest W inner 


Boro Hall Agency, Inc., of Brooklyn 
and Merrick, Long Island, N. Y. pro- 
duced the top national point winner in 
the Phoenix of Hartford’s “Profit Eye” 
sales contest which ended last month. 
He is Albert H. Newman who, with 
Edward Eisenberg, is a co-partner in the 
16 year old agency. Mr. Newman and his 
wife won an all-expense one-week vaca- 
tion in Montego Bay, Jamaica. They will 
leave next fall. 

The Phoenix “Profit Eye” contest, 
which ran for five weeks, awarded points 
for business written in fire, inland marine 
and casualty lines, but Mr. Newman 
earned his winning point total on fire and 
inland marine premiums only. His agency 
represents the Equitable Fire, a Phoenix 
Group member. The winning points were 
earned on premiums due at inception 
date of policy and did not include pre- 
miums on unpaid installments which, 
in Mr. Newman’s performance, was near- 
ly three times larger. 

The Boro Hall Agency, which employs 
38 people, writes a $5,000,000 annual busi- 
ness. The agency has an office in West 
Palm Beach in addition to its branch 
office at 7 Smith Street in Merrick, Long 
Island and its main office at 26 Court 
Street, Brooklyn. 


Alexander & Alexander 
Opens Canadian Office 


Alexander & Alexander, Inc., nation- 
wide insurance brokerage and actuarial 
consulting firm of New York has ex- 
tended its consulting actuarial services 
into Canada with the formation of Alex- 
ander & Alexander Services, Ltd., in 
Montreal and the purchase of J. W. 
Moreland & Co. Ltd., consulting actuar- 
ies and employe benefit consultants, it 
was announced today by Samuel H. 
Shriver, Alexander & Alexander presi- 
dent. 

“The entry of Alexander & Alexander 
into Canada,” Mr. Shriver noted, “will 
provide us not only with ‘a broad, new 
area for our services, but will also afford 
us an excellent opportunity to fill the 
needs of our American clients operating 
in Canada. The acquisition of the More- 
land organization,” he added, “enables 
us to combine our technical know-how 
with their widespread Canadian contacts 
and their experience with local condi- 
tions.” 

Duncan MacTavish, Ottawa lawyer, has 
been elected chairman of the board of 
Alexander & Alexander Services, Ltd., 
while Mr. Shriver will serve as presi- 
dent and a director of the Canadian sub- 
sidiary. Other directors include: James 
Stewart, Toronto; Leslie Forster and 
Louis Gelinas, Montreal; G. N. Calvert, 
vice president, consulting actuarial divi- 
sion, Alexander & Alexander, who will 
serve aS managing director; and Frank 
W. Ritchie, of Alexander & Alexander, 
New York. 


OKLA. CITY AGENCY EXPANDS 
Reorganization and expansion of an 
insurance agency in Oklahoma City was 
completed June 18. New president of Al 
Heiman ‘& ‘Co. Inc.; is A. R. Heiman, 
grandson of the founder of Al Heiman 
& Co. which began operations in 1906. 


WEGHORN 
IS AHEAD OF 
THE FIELD 


Put Your Life in Our Hands. Your commissions climb 
when you sell Canada Life through Weghorn. Best for 
your client, and for you! Another way Weghorn builds 
better business for brokers. 


John C. Weghorn Agency, Inc. 
102 Maiden Lane, N. Y. 5, N. Y. Di 4-8420 





Excelsior Reports on 
First 4 Months of 1961 


President Forrest H. Witmeyer of the 
Excelsior Insurance Co. of New York 
at Syracuse states that the first four 
months of this year were a mixture of 
both good and poor results. “From an 
underwriting viewpoint the experience 
was rather disappointing, as it was for 
most property insurance companies,” 
says Mr. Witmeyer, “The unusually 
severe winter weather in much of the 
nation, and especially in the portion in 
which Excelsior does business, accounted 
for an inordinately large number of fires 
which brought our incurred loss ratio 
(including adjustment expense) up to 
62.8% of earned premiums, compared 
with only 41.9% year prior when losses 
were the lowest in many years. 

“Usually the early months of each 
year produce an underwriting loss for 
most companies, and this has been true 
in seven of the past ten years for Excel- 
sior. Our underwriting loss of $22,124 
during the first four months of this year 
compares with a gain of $92,722 a year 
prior, $62,764 during the same period of 
1959, and $6,931 in 1958. However, this 
loss was substantially less than during 
each of the six years prior to 1958. 

“On the other hand investment results 
were remarkably good during the four 
months. Net investment income increased 
to $39,336 from $36,983 a year ago, and 
the value of securities was up $108,969 
versus a decline of $58,486 during four 
months of 1960. All of this had the 
effect of contributing $107,217 to surplus 
which was $923,956 at the end of April 

-highest in Excelsior’s 44 year history. 
It also increased stockholders’ equity to 
a new high of $15.30 per share, compared 
to $13.96 a year prior. 

“Other gains during the year ending 
April 30 were $263,214 to $4,260,765 in 
net assets; $232,791 to $923,956 in net 
surplus ; $162,889 to $1,842,418 in unearned 
premium reserve, and $1.34 to $15.30 in 
stockholders’ equity per share. In ad- 
dition total written premiums were 3.6% 
higher than a year ago, while earned pre- 
miums were up 7.9%. The underwriting 
picture changed for the better during 
April when we had a gain of $8,403, and 
from preliminary figures it appears that 
May was another profitable underwriting 
month.” 


Henry Wittpenns to Mark 
60th Wedding Anniversary 


Henry N. Wittpenn, who retired some 
years ago from the Great American 
Insurance Co. after a half century of 
employment, and Mrs. Wittpenn will 
celebrate their 60th wedding anniversary 
on June 30. They will be guests at a 
dinner party to be held in their honor 
at the Hamilton House in Brooklyn. 
The couple has two sons, Robert, resid- 
ing in Lancaster, Pa., and Russell, New 
York insurance broker, and three grand- 
children, 


ROCHESTER AGENTS’ PANEL 

Roy A. Duffus, vice president of the 
James Johnston Agency, Inc. of Ro- 
chester, N. Y., headed a panel discussion 
on the safe driver auto plan held by the 
Insurance Agents Association of Monroe 
County, Inc., on June 29 in Rochester. 
Mr. Duffus is chairman of the casualty 
committee and a past president of the 
New York State Association of Insur- 
ance Agents. Assisting him were C. 
Grenville Hobart of the Aetna Casualty 
& Surety and Albert J. Monaco of the 
Royal-Globe Insurance Companies. 
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Stoffels Exec. V. P. of 
Alexander & Co., Chicago 


Edgar O. Stoffels has been named ex- 
ecutive vice president of Alexander & 
Co., prominent Chicago insurance agency. 
He succeeds John H. Sherman who has 
relinquished his responsibilities as ex- 
ecutive vice president and secretary after 
35 years service. Mr. Sherman continues 
as a director and personal producer. 

Mr. Stoffels formerly headed his own 
firm, Edgar O. Stoffels Company, which 
merged with Alexander & Co. in 1958 
at which time he became a vice president 
and director. He was formerly chairman 
of the metropolitan and large lines agents 
committee of the Nation'al Association of 
Insurance Agents and president of the 
Chicago Board of Underwriters from 
1951-52. He also served as director. 

He headed the old Chicago Insurance 
Patrol and board of trustees of the 
Patrolemen’s Pension Fund, both activi- 
ties of which were supervised by the 
Chicago Board. For two years he was re- 
gional vice president of the Illinois As- 
sociation of Insurance Agents. 
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Limited Nuclear ‘Transportation 
Available on Bridges and Tunnels 


The New York State Office of Atomic 
Development announces that it has been 
informed by the Inland ‘Marine Insur- 
ance Bureau that the bureau will pro- 
vide limited nuclear damage coverage on 


toll bridge and tunnel facilities. Prior to 
this action by the bureau, no property 
damage insurance was available to toll 
supported bridge and tunnel facilities 
covering nuclear or other radioactive 
materials while in transit via such fa- 
cilities. 

The Office of Atomic Development had 
requested that such insurance coverage 
be made available in order to make it 
possible for toll supported bridge and 
tunnel facilities to continue to accept 
nuclear and radioactive materials for 
transit and thereby to prevent the trans- 
portation of atomic energy materials 
from being unduly restricted in com- 
parison with other industries. 

The request by the Office of "por gna 
Development was made on behalf of < 
subcommittee of the New York State 
committee on the transportation of 
radioactive materials, including repre- 
sentatives of the New York State Thru- 
way Authority, the Port of New York 
Authority and the Trioborough Bridge 
and Tunnel Authority. 

In announcing that the IMIB has ap- 
proved an endorsement to the bridge and 
tunnel coverage Harold L. Wayne, gen- 
eral manager of the bureau, said that 
IMIB will collaborate with the Nuclear 
Insurance Rating Bureau in rating of 
risks as and when requests are received 
from insurance companies. 


Text of Endorsement 


The full text of the limited nuclear 
assumption endorsement (property dam- 
age form) follows: 

“The limit of liability under this en- 
dorsement is $.......... , which is part 
of, and not in addition to, the amount 
of the policy to which this endorsement 
is attached. 

“In consideration of an additional pre- 
mium of $ and effective ...... 
at noon, Standard Time at 
location of the property, the insurance 
afforded by this policy is modified in the 
following, and in no other respect: 

“The exclusion of loss by nuclear re- 
action or nuclear radiation or radioactive 
contamination contained in clause 1 (e) 
of the policy shall not be applicable to 
direct physical loss or damage caused by 
sudden and accidental nuclear reaction, 
sudden and accidental nuclear radiation, 
nor sudden and accidental radioactive 
contaminiation including resultant radi- 
ation damage to the property covered, if 
the nuclear reaction, nuclear radiation or 





$20,000,000 Builders Risk 


Written on Panama Bridge 


Insurance Company of North America, 
international department, has written 
builders risk insurance coverage for the 
$20 million Balboa Bridge project, Pan- 
ama Canal Zone. The high-level, steel- 
truss arch span when completed in the 
fall of 11962, will replace a ferry opera- 
tion in current use. The structure, in- 
cluding approaches, will be 6,200 feet 
long and the second bridge over the 
Panama Canal on the Pacific side. 

Construction began June 1 and is ex- 
pected to conclude within 15 months. 
The contractor, John F. Beasely Con- 
struction Co., Kansas City, is insured 
by INA through R. B. Jones & Sons, 
Inc., an independent insurance agency 
in the same city. 

During construction normal ship traffic 


radioactive contamination causing such 
loss or damage originates in, or eman- 
ates from, nuclear or radioactive mate- 
rials while such materials are in the 
course of actual transportation upon 
the bridge properties or through the 
tunnel properties covered by this policy. 

“Within the limit of liability set forth 
above, the liability of the company for 
loss or damage under this endorsement 
is for the same percentage interest as is 
assumed by the company under the pol- 
icy to which this endorsement is at- 
tached. 

“All other terms and conditions of the 
policy shall remain unchanged. 

“Note: Where more than one struc- 
ture is insured under the same policy, a 
separate limit of liability shall be shown 
for each and the following wording 
added: ‘The foregoing conditions shall 
apply separately to each item covered 
by this policy.’” 


Booklet on Boating Safety Issued 


Do you know what to do when you 
hear a cry “man, overboard,” what the 
proper nautical attire is or how to guard 
against having your motor drop into the 
lake? Answers to these and mz any other 
boating questions are discussed in “Boat- 
ing Safety,” a booklet published by the Ac- 
cident prevention department of the As- 
sociation of Casualty and Surety Com- 
panies. 

The 24-page publication is available 
through the association’s 135 capital stock 
insurance companies and their independ- 
ent agents, T. N. Boate, manager of the 
association’s accident prevention depart- 
ment said. The wallet-sized pamphlet 
warns: “Whether a motorboat becomes a 
pleasure boat or a menace to life and 
property depends upon the manner in 


which it is maintained and operated. 
‘Good boatmen, like good automobile 
drivers, are made—not born.” 

The booklet reminds boatmen that 


safety on recreational waterways is the 
result of courtesy, common sense and 
education. It is timed for release during 
National Boating Week which runs from 
July 2 through July 8 

There are five categories in the illus- 
trated publication. They are general 
safety, first aid, fire prevention, nautical 
manners and water skiing safety. Some 
points covered in the general safety sec- 
tion include a w arning against drinking 
and motorboating. “Remember, alcohol 


Inland Marine Interpretations 


Three additional interpretations of in- 
“mg marine coverage have been issued 
by the Committee on Interpretation of 
the Nation-wide Marine Definition, of 
which Joseph G. Bill is executive secre- 
tary. These interpretations include cov- 
erage under conditional sales policy on 
equipment repossessed, builders risk and 
installment sales. They follow: 


No. 157, Coverage Under Conditional 
Sales Policy on Equipment Repossessed 
Inquiry: “Company is about to issue 
a conditional sales policy covering mach- 
inery of a portable nature sold under a 
conditional sales or installment sales 
contract. The policy contains the usual 
clauses for this type of insurance. 

‘Usually there are some repossessions 
necessary. The equipment, after being 

repossessed, sometimes remains at the 
premises of the purchaser for a short 
time during which the manufacturer's 
local representative endeavors to sell it 
locally. If this is not accomplished, the 
equipment is shipped back to the factory 
or a parts depot. 

“Ts insurance of the property classifi- 
able as Inland Marine while the property 
is still at the premises of the purchaser 
after repossession or during transporta- 
tion back to the manufacturer’s premises 
or while being temporarily held at some 
other location awaiting disposition ?’ 

Opinion: Insurance of the equipment 
while subject to a condition< al sales or 
an installment sales contract is classifi- 
able as inland marine insurance under 
Section E. 2. (0) of the Nation-wide 
Marine Definition subject to the limita- 
tions specified in that section. See Inter- 
pretation No. 145. When the conditional 
sales contract terminates upon reposses- 
sion, insurance of the piroperty repos- 
sessed is classifiable as inland marine in- 
serene to the extent provided by Section 
C. 2. “Domestic Shipments.” 


No. 158, Builders Risk—Difference in 
Conditions 

Inquiry: “Enclosed is a photostat of 

a form which we propose to use in writ- 

ing an all-risks builder’s risk policy. The 

purpose of this form is to use it on an 

optional basis for those assureds who 





will continue on the Canal and the en- 
tire project will be observed by INA 
safety personnel. The bridge is made 
possible through a 1955 treaty between 
the United States and Panama. 


already have the fire, extended coverage 
and vandalism and malicious mischief 
builder’s risk policy with us. Note the 
form does not cover fire, extended cov- 
erage and vandalism and malicious mis- 
chief. 

“Inasmuch as the purpose of this form 
is not to encroach on the fire policy cov- 
erages, but rather to supplement them, 
it is our thought this form should be eli- 
gible under the Nation-wide Definition.” 

The policy would cover any and all 
kinds of property destined to become a 
permanent part of an installation or 
structure while at the site of installation 
and construction waiting to be installed 
and during the period of installation 
and construction until accepted as satis- 
factory or until the interest of the as- 
sured ceases. 

Section 5 (a) provides that the policy 
does not insure against loss or damage 
caused by fire or lightning or the perils 
of the Extended Coverage Endorsement 


or Vandalism and Malicious Mischief 
Endorsement. 
Opinion: , Negative. See Definition 


Section E, (1) and Interpretation No. 
94. If cover age ofa subject matter is not 
classifiable as inland marine insurance, 
the omission of fire and extended cover- 
age perils, or for that matter the exclu- 
sion of any peril or perils, would not 
make such coverage classifiable as In- 
land Marine Insurance. Actually, the ex- 
clusion of those perils in this instance 
is totally unrelated to the question of 
whether or not insurance of the property 
can properly be classified as inland ma- 
rine. 


No. 159, Installment Sales 


Inquiry: A policy titled “Installment 
Floater—Inland Marine Form—Master 
Policy” together with what is called 
“Certificate of Insurance—Installment 
Floater” has been submitted to the com- 
mittee for its opinion as to whether or 
not insurance thereunder is classifiable as 
inland marine. 

Opinions: Negative. Upon examina- 
tion of the documents it was found that 
the policy provides for election by a pur- 
chaser or debtor to continue the insur- 
ance after the interest of the seller or 
finance company terminates. It was also 
noted that the conditions of the instru- 
ments are not confined to property sold 
or purchased under a conditional sale, 
partial payment contract or installment 
sales contract so that property pledged 


does not mix any better with gasoline on 
a boat than it does in a car,” the booklet 
stresses. 

Proper procedure as to getting into a 
boat, how to secure the motor so as not 
to have it fall overboard, and the use of 
life preservers are among the many 
safety hints offered. The booklet also in- 
cludes reproductions of storm flag warn- 


ings, examples of distress signals, and 
illustrates the flag indicating a skin diver 


is in the area. 

Methods of artificial respiration are 
detailed in the first aid section’ The chief 
causes of motorboat fires are listed and 
proper dress and correct manners for 
boating guests are spelled out. Water 
skiing hand signals and the accepted 
water skiing safety flag are diagrammed 
in the final section of the booklet, which 
includes water skiing safety advice. 


Revised Study on Truck 
Fleet Leasing Plans 


A second edition of its study analyzing 
the merits and demerits of truck fleet 
leasing plans compared with company 
ownership has just been published by the 
Foundation for Management Research. 
It is entitled: “Truck Fleets: Lease or 
3uy? An Analysis of Truck Transpor- 
tation Costs.” The 32-page study has 
been revised to include data from a new 
survey covering fleet operation practices 
of more than 4,500 corporations, as well 
as leasing plans offered by national truck 
leasing organizations. 

Four complete tables 
the study, 


are included in 
which analyze costs of 


com- 
pany-owned fleets and compare those 
costs with leasing. The study develops 


a “cutoff point” to aid financial officers 
in determining when it is more profitable 
to lease truck fleets and when it is 
more profitable to own them. The study 
also analyzes various lease plans, pointing 
out advantages and disadvantages of 
each. 

Single free copies of “Truck Fleets: 
Lease or Buy ” may be obtained by exec- 
utives by writing to = Foundation for 
Management Research, 121 West Adams 
Street, Chicago 3. 


Motors Advances Betts 

Henry G. Betts, Jr. has been appointed 
branch manager of Motors Insurance 
Corp. office in Van Nuys, Calif. Motors 
is a subsidiary of General Motors Ac- 
ceptance Corporation. He — succeeds 
Charles J. Morrison who died May 23. 

Mr. Betts was formerly regional claim 
manager for the Washington, D. C., re- 
gion. A graduate of Mississippi State Col- 
lege, he joined Motors in 1941 as a staff 
adjuster for the Memphis branch. After 
serving as an Air Force officer during 
World War II, he was appointed district 
office manager in Greenwood, Miss., in 
1948. He later served in various super- 
visory capacities in the Memphis and 
Omaha, Neb., branches. 


New Texas Merger Law 

A bill making it easier for insurance 
companies to merge in Texas has been 
signed by Gov. Price Daniel. The re- 
vision of a 42-year-old law was spon- 
sored by Sen. Bruce Reagan of Cor- 
pus Christi at the request of Texas 
Legal Reserve Officials Association. C. 
C. Yost of Dallas association vice pres- 
ident attended the bill-signing ceremony 
in the governor’s office. 

The bill brings insurance consolida- 
tion procedure into line with that for 
other firms under the Texas Business 
Corporation Code. 





for payment of a debt or otherwise en- 
cumbered to secure the payment of a 
loan might also be involved. In these 
a gr they do not conform to Section 

. (0) of the ‘Definition. See Inter- 
eR od Nos. 40 and 130. 
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YMBT Leaders Win 
1960 Project Awards 


PRESENTED AT N. Y. LUNCHEON 


Recognition Paid to Taylor, McDonald, 
Weghorn, Gordon, Schneider, Sanford 
And Corwin Among Others 


recent annual awards and installa- 
luncheon meeting of the Young 


The 
tion 


Men’s Board of Trade, held at the Brass 
Rail restaurant on Fifth Avenue, N. Y., 
brought into the spotlight a number of 
young insurance men who have distin- 
guished themselves in the past year by 
outstanding performance. At the same 
time, the new officers of YMBT (see 
June 2 issue of The neged Underwriter 

page 24) were installed by Past Presi- 


€ 
dent Edward J Rock, pends & Porter 
Inc. vice president 
Edwin L 
immediate 
presented the 
held the close 


bers and guests 


New York attorney, 
past president of YMBT, 
awards, a ceremony which 
attention of the 65 mem- 
attending the luncheon 


Corwin, 


Those honored included Robert C. Taylor, 
past chairman, YMBT insurance com- 
mittee, who is vice p1 resident of Ream, 


“outst anding 
Robert 
& Co., who 


Wrightson & Co., Inc., for 
rade committee—insurance 
McDonal 1 of Frank B. Hall 


was cl lairman of the 1960 Insurance 
Man » Year project; Dan Ailloni- 
yeriey be Malcolm Ochs, both of Na- 
tional Broadcasting Co., co-chairmen of 


mmittee, 
“keeping 


the marketing-management c 
whose 1961-62 project will be 
the subways clean.” 


Weghorn Headed Orphans 


Tour 


Richard J. Weghorn, life department 
manager, John C, Weg rhorn Agency, Inc. 
was recognized for his 1960 chairmanship 
the YMBT orphans shopping tour, the 
“outst anding project” of the year: Over 
$6,000 was raised which enabled YMBT 
to take 1 159 orpl ian children Christmas 
shopping with $5 in gifts for each child. 

Ward Gordon and Otto E. Schneider, 
both of Marsh & McLennan, were voted 
a special award for their work on “Clin- 
ton careers,” a voc oe ul os: proj- 
ect for Junior High School No. 17, New 
York City. 

Named “outstanding 
YMBT were David P. 
Manhattan Bank, 
man Robert C. 
reached YMBT age 


age 1as 


Shopping 


f 
ot 


directors” of 
Haskell, Chase 
_ Insurance Chair- 
Taylor who, having 
limit of 36 years of 
graduated to the status of an 
“exhausted rooster.” Mr. Taylor did not 
miss a single meeting of the board. 


President’s awards went to Mr. Ailloni- 


Charas, Ward Gordon and James T. 
Hamilton, of Tager & Co., investment 
house, who is the editor of YMBT’s 


Board-Caster. Mr. Gordon’s ability as a 
writer on current insurance subjects was 
pointed to, particularly his prize-winning 


- on the Excess and Surplus Mar- 





Certificates of merit went 
lowing: Richard Young, 
Edw: ard Van Buren, Herbert Plush, San- 
ford Shull, Joseph Candiotti, John Fris- 
bie, Allan Van Wickler and Joseph Hen- 
ninger. 

Ten men figured in the New York State 
five-year membership award as follows: 


to the fol- 
Charles Bair, 


Wm. J. Brown, Allstate, 9 years: Robert 
Sanford, Smyth Sanford & Gerard, 8 
years; Joseph A. Donahue of P. W. 


Vallely, Inc.; Noel T. Bernard, Adams 
& Porter, Inc., 6 years; Emanuel Ab- 
bate, America Fore Loyalty Group, 6 
years; Richard Weghorn, 5 years; Guy 
Ward Hill, Despard & Co., Inc., 5 years; 
Erwin L. Corwin, 5 years; Donald J. 


INA Names Hubbard 
Bonding Treaty Reins. Mgr. 





RICHARD A. HUBBARD 


Hubbar¢ 
bonding, treaty 
Insurance Co. of North 
John A 


Richard A, has been appointed 


manager of reinsurance, 
America, it was 


announced by . Diemand, Jr., vice 


president. 


Mr. Hubbard began his insurance 
career in 1934 with American Surety, 
Kansas City. He was acting manager 

he company’s Dallas branch from 


1942 until 1945 when he became manager 
of the Houston branch. He joined Cen- 
tral Surety & Insurance Corp. in 1947 
as an executive assistant and was elected 
vice president in 1948. Mr. Hubbard was 
elected secretary, North British Group 
in 1955, and subsequently, vice president, 
Pennsylvannia, Mercantile and Common- 
wealth in 1957; and vice president, Colum- 
bia Casualty and American Central, 1961. 
These positions he held prior to receiv- 
ing his present assignment with INA. 
Educated at Washburn College, To- 


peka, Kan. and Kansas City School of 
Law, Kansas City, Mo., (LL.B.), Mr. 
Hubbard is a director of the Guaranty 
State Bank, Beloit, Kan. 

He is a member of the Drug and 
Chemical Club, Casualty & Surety As- 


Association, 
Asso- 


sociation, Underwriters’ Golf 
and New York Surety Managers 
ciation. 





Corp., 5 
Chemical Bank 


Kucin, General Reinsurance 
years; Walter Trent of 
& Trust Co., 5 years. 


Bank of New York Honored 


A speci: il certificate was awarded to the 
3ank of New York, whose president, 
Donald M. Elliman, was a guest of honor 
at the luncheon. This was indicative of 
YMBT’s appreciation to the bank for the 
use of facilities put at its disposal in 


Bank of New York’s building. The 
certificate read “For outstanding cor- 
porate citizenship.” 

Malcolm M. Teare, YMBT’s new 
president, who heads the H. Malcolm 


Teare Agency of Continental Assurance 
in midtown New York, spoke apprecia- 
tively of fine performance by members 
during 1960. He explained that the basic 
reason for an organization of young men 
such as YMBT is to develop leadership 
and skill in the performance of worth- 
while projects. He promised plenty of 
activity in the coming year. 

Appropriately a plaque was presented 
to Mr. Corwin in apreciation of his 
leadership as YMBT president in the 
past year, and a gavel to Robert Sanford, 
chairman of the board, for his “out- 
standing service to Young Men’s Board 
of Trade for the past eight years.” 


MERIT RATING PLAN FAVORED 


But Massachusetts Ins. Commissioner 
Reports Public Controversy Over 
Assessment of Surcharges 
Public hearings in Springfield and Bos- 
ton on a proposed merit rating program 
for auto insurance in Massachusetts, 
have brought to light favorable public 
reaction for such a plan. However, In- 
surance Commissioner Otis M. Whitney, 
who conducted the hearings, reports that 
“final authority for adjudication of re- 
sponsibility in accident and eventual as- 
sessment of a surcharge is causing some 

misgivings.” 

Commissioner Whitney declared 
“final authority to adjudge guilt” cannot 
be permitted the insurance companies. 
He volunteered to attempt to devise some 
quasi-judicial mechanism or _ appeal 
whereby controversies over alleged un- 
fair assessments could be adjudicated with- 
in the framework of Massachusetts’ 
present laws. 

According to the proposed plan, which 


that 


was devised by insurance companies in 
consultation with the Massachusetts In- 
surance Department, a motorist with an 


accident-free ‘year would receive 2% 
credit annually on a cumulative basis 
while a motorist would be surcharged 


10% for “chargeable accident.” 

Each motorist would begin with a clean 
driving record on Aug. 1 and as of that 
date, statistics on all drivers would be 
collected. July 31, 1962, would close the 
first accident-collecting statistics period 
on which 1963 Massachusetts auto pol- 
icies would be prepared. 

Following the public hearings, Com- 
missioner Whitney is expected to an- 
nounce a finalized safe driver merit rat- 
ing plan for Massachusetts. 


every 


HARRY R. MUSE RETIRES 


Former Superintendent of N. Y. Metro- 
politan Dept. for Fidelity & Casualty 
Co. is Feted by Friends 
Harry R. Muse, superintendent of the 
New York Metropolitan Department of 
Fidelity & Casualty Co. of New York, 
America Fore Loyalty Group, has retired. 
In anticipation of the retirement date, 
Mr. Muse was feted at a recent lunch- 
eon attended by friends ‘and associates 
in the America Fore Loyalty Group or- 

ganization. 

Mr. Muse was for many years the 
right-hand man of Vice President Robert 
H. Nicholls, recently retired, who headed 
the New York City Metropolitan De- 
partment tor many years. 

Mr. Muse, a native of Paterson, D3: 
Saw service with the Navy in World War 
I, joined Fidelity & Casualty in 1932 as 
an automobile underwriter in the metro- 
politan department, later becoming super- 
intendent of the department. He was 
appointed metropolitan casualty superin- 
tendent in 1941, 

Mr. Muse is a member of the 
& Surety Club of New York; member of 
the Board of Trustees of Panzer Col- 
lege, East Orange, N. J.; and a member 
of the Board of Directors of the 
Fair Lawn-Radburn Trust Co., Fair 
Lawn, N. J. He is also a member of the 
Upper Montclair Country Club and has 
served as past president of the board 
of education of Fair Lawn. 


Casualty 


R. S. Meek Retires; was F.&D. 


Claims Attorney in Boston 


R. Shedrick Meek, attorney in charge 
of the Boston claim office, Fidelity & 
Deposit Co. for the past 24 years, re- 
tired June 30, under the provisions of 
the company’s retirement program. 

A native of Altoona, Pa., and graduate 
of Dickenson College and Law School, 
Mr. Meek joined F.&D. in 1922. Follow- 
ing five years’ experience in the com- 
pany’s home office claim department, he 
was assigned to Kansas City as claims 
attorney and served there until his ap- 
pointment to Boston in 1937, 
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TEXAS AUTO INS. HIKE URGED 
State Ins. Board Aateney McDonald 
Recommends 15% Average Rate 
Increase; Cites 1960 Figures 
increase of approx- 


An average rate 


15% on private 


has been recommended 


imately passenger auto- 


mobile insurance 


to the Texas State Board of Insurance 
by Angus McDonald, chief actuary of 
the board. 


In substantiating his recommendation 
Mr. McDonald pointed out that the aver 
age bodily injury liability paid claim cost 
increased by $79 in 1990 to reach an all 
time high of $728. The average property 
damage liability paid claim cost rose to 
$154 from the 1959 figure of $134. Colli- 
sion and comprehensive paid claim costs 
also substantially increased during the 
past year and the average medical claim 
cost now is $192 compared to the 1959 
cost of $178. 

“Changes in the Texas Safe Driving 
Insurance Plan, becoming effective Aug- 
ust 1, will make more than 80,000 addi- 
tional insurance buying drivers eligible 
for a 20% credit. Provision must be 
made for the payment of this credit. 


“When the plan began in January, 
1960 it was estimated that 1,140,000 Tex- 
ans would qualify for the discount and 
the basic rates took this assumption into 
consideration. Actually, 220,000 more 
drivers qualified for the reduced rate, 
throwing the original base rate. out of 
balance causing the insurance companies 
to lose $20,000,000 during the past 18 
months, 

“The proposed rate increases will not 
provide for the recovery of this tre- 
mendous loss but it will reduce the 
chances of its recurrence and establish 
rates that are reasonable and proper,” 
Mr. McDonald said. 

Pointing out that last year a 13.2% 
increase in rates was indies ited and the 
State Board deferred the increase until 
adequate statistics could be developed 
under the safe driving plan, Mr. Mc- 
Donald stated that current and adequate 
statistics are now available and clearly 
indicate an average increase of 15% 
in private passenger auto insurance rates. 
Auto insurance rates were increased in 
1958, lowered in 1959, and unchanged 
during 19060. 


KEMPER AGENCY ELECTS FOUR 

James S. Kemper & Co. insurance 
agency has elected three vice presidents 
and an assistant secretary. Vice presi- 
dents are Gordon E. Alswede, manager 
of the fire division; E. J. Brink, head 
of office procedures and operations; and 
B. J. Sullivan, former manager of the 
automobile department, now in charge 
of special risks. 

Kenneth C. Holt has been elected as- 
sistant secretary and promoted from as- 
sistant manager of the automobile de- 
partment to manager. 
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Annual 


Insurance 


Advertising 


Conference, 


Manchester, 


Vt. 





Advertising Alertness of Staebler Co. of 
Kitchener, Ont. Shown by LAC Award 


) -—o Staebler Co., 


only Canadian insurance agency to win an 


Ltd. of Kitchener, (80,000 population), Ontario, Canada, the 


“Oscarette” award in the 1960 adver- 


tising competition conducted by Insurance Advertising Conference, has responded 
to our invitation for information on its local advertising and especially the radio 
and TV programs for which the IAC award was given to the agency. 
Don C. MacPherson, Staebler Co. sales manager, advises that the agency, doing 
annual premium volume of about $800,000, is one of the larger general insurance 


agencies in the Kitchener area. 


This volume, he exple ins, is two-thirds commercial 
and industrial and one-third personal lines. 


The agency’s ‘actual expenditure in 1960 


was $8,406 in advertising of all types, of which radio accounted for $650. and tele- 
vision $2,436. Next largest category was newspaper advertising—$2,133 followed by 
calendars—$922 and phone book yellow pages—475. The agency’s 1961 ad budget is 


set up for $8,058. 


Thoroughly convinced that insurance agencies should do more and more effec- 


tive advertising, Mr. 


used by companies for advertising,” 


MacPherson also 
more generous in their support of agency ad programs 
he says 


thinks that companies should be 
“In many cases the money 


“would be much better invested if it 


were put in the hands of their independent’ agents in support of their programs.’ 
He also favors the NAIA idea of an effective cooperative program aimed at increas- 


ing the local agent’s prestige and his ‘ 


‘public image.’ 


Here follows Mr. MacPherson’s 


run-down of the Staebler Company’s 1960 advertising, creation of which he credited 
chiefly to F. Keith Staebler, president of the agency. 


Radio and Television Advertising 


“The format of our 1960 radio adver- 
tising was popularly received by our audi- 
ences in Kitchener and surrounding area. 
At least six of the regular advertisers on 
our local station asked for permission to 
use our format during the period in which 
we were ‘on the air’ but their request 
was not granted while our program was 
in progress. Essentially it consisted of a 
telephone ring. One of us would answer 
the phone by saying: 

“‘Good morning, Staebler Insurance, 
Don MacPherson speaking.’ The voice 
on the other end would ask a number of 


leading questions which would be 
answered in a regular conversational 
manner. This series ran one minute per 


day, six days a week for six months. 
There was good psychological effect here 
in that the telephone listener was inter- 
ested in listening in to hear what was 
being said, something like the old party 
line. 

“During 1960 we sponsored for 13 weeks 
a TV program known as ‘Week-End 
Journal’. This was a summary of local 
and regional news, recap of the sports, 
and weather. It provided us with three 
one minute commercials, two of which we 
did ourselves appearing in person. The 
other one was done by a professional an- 
nouncer at the TV station. The cost of 
this program was $175 per week. Un- 
fortunately, it was discontinued in 1961 
and we have switched to much shorter 
announcements during such events as the 
National Hockey League playoffs. It is quite 
possible that this fall we will take a 
regular 28 second spot following the Ed 
Sullivan show on Sunday _ nights. 
This time is rated as triple ‘A’ on our 
television station and we were able to 
get the 28 seconds at $75 per program. 


“We do these commercials ourselves by 
going to the television station on the 
date preceding and having them put on 
video-tape. We find TV advertising ef- 
fective. Unfortunately it is on the ex- 
pensive side. We are not in a position 
to take full benefit of the advertising 
effects here because our television station 
covers a radius of 50 miles, whereas 
90% of our business is within a radius 
of ten miles. 


Bus Advertising 


“In our city, like many others, there 
has been a steady shrinkage in the 
patronage of the public transportation 
systems. Consequently the effectiveness 
of bus advertising has been on the de- 
cline. However, we have increased our 
1961 budget for this type of advertising, 
(from $328 to $400), the reason being 
that we have discontinued our ‘inside bus’ 
advertising completely. Instead we are 


taking large postered type signs on the 
outside of the trolley coaches and gas 
buses. 


I might add that our agency 


writes the insurance for the transporta- 
tion company and we are somewhat 
‘forced’ into this advertising. 


Phone Book Yellow Pages 


“About two years ago the telephone 
company offered us a quarter page space 
in the yellow pages of the phone book. 
We understood that this was to be ‘an 
exclusive’ for our type of business, and, 
in fact, it was for one year. The follow- 
ing year, however, other agencies were 
offered the same size and we felt that 
this decreased the effectiveness of our 
advertisement. 

“In 1961 we are continuing the same 
size as we had in 1959, but have at- 
tempted to test its effectiveness. This 
became possible because of a discrepancy ; 
the ‘phone book number given for our 
claims department is not the same in 
the yellow pages as it is in the white 
pages. We are keeping track of how 
many calls come in on the different lines 
for our claims department. So far it 
seems to indicate that most people in 
this city look in the white pages. As 
a result, we have further reduced the size 
of our advertisement in the yellow pages, 
much to the disappointment. of the sales- 
man handling such advertising for the 
phone company. 


Calendars 


“We use several different kinds of 
calendars. As representatives of The 
Travelers, we are able to obtain and 
distribute large numbers of their popular 
‘Currier & Ives’ series. 

“We have for many years purchased 
two sizes of calendars from Rolph-Clark- 
Stone Limited, namely ‘Jumbos’ and 
‘Rolls.’ We endeavor to have a degree 
of continuity here by sticking to a par- 
ticular series. For approximately 15 years 
we used a series based on the Dionne 
quintuplets. When that series came to 
an end, we switched to the work of 
distinctive artists whose work we con- 
sider outstanding. We consider talented 
advertising as being a particularly quoted 
medium; in fact, it can be said that it is 
name recognition. 


“Over the years we have been able to 
secure a large number of prominent 
places to hang our calendars such as in 
the City Hall, Police Station, Public 
Utilities and School Board Administra- 
tion Offices, Y.M.C.A., etc. 

“We distribute several hundred com- 
pany supplied calendars to factories and 
office buildings in our area. In mid- 
December we usually run a newspaper 
advertisement inviting people to come to 
our office to pick up a calendar. 


Flowers 


_ “We consider the use of flowers an 
important good will gesture. We watch 
the local newspaper for items concerning 
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STAEBLER 
President of Agency 


our clients and send flowers or other ap- 
propriate gifts or cards, as the occasion 
indicates. 

Key Chains, Matches, Etc. 

“We are always glad to supply novel- 
ties for such things as conventions, con- 
ferences, bridge parties and over the 
counter give-aways. We try diligently to 
make the name ‘Staebler’ synonymous 
With insurance in our community. 


Newspaper Advertising 


“We are convinced that the newspaper 
is the most effective and in the long 
run the most economical media for an 
insurance agency in a community the 
size of ours. In larger cities it is prob- 
ably true that the per-line rate may be 
too high for all but the very largest 
agencies. In 1960, we attempted an innova- 
tion in our newspaper advertising, namely 
the inclusion of a coupon. This was in 
conjunction with advertisements featur- 
ing automobile insurance. 

“Although the return on these coupons 
was not spectacular, it was nevertheless 
gratifying and exceeded the expectations 
of the advertising manager of the news- 
paper. We ran about 15,000 lines during 
the year. Our line rate was Il¢ plus, 
of course, the cost of art work and 
color. In this connection, we find the 
use of color most effective in newspaper 
advertising, although it does increase the 
cost considerably. 

“We believe in both the sustaining 
type of advertisement as well as the 
spectacular. We like to run a spectacular 
advertisement of at least a quarter page 
and sometimes as much as three quarters 
of a page once every month or two. 
We capitalize whenever possible on losses 
either by fire or burglary which are in- 
sured through our office, by undertaking 
a paid advertisement complete with pic- 
tures and, if possible, testimonials. In 
between times, we like to keep our name 
in ‘the newspaper at least weekly by 
running a small cut ‘Staeblerize Your 
Insurance,’ which is our agency slogan. 


Sundry Publications 


“Mostly for goodwill reasons we find it 
necessary to advertise in various publica- 
tions such as the German language paper, 
the Jewish Standard, sometimes the 
Waterloo Chronicle (weekly newspaper 
of a neighboring city), church bulletins, 
and even in church sponsored cook 
books. We feel that we do not get very 
good value for our advertising dollar 
spent in these media, but by refusing to 
participate we would be running the risk 
of creating ill will. 


Bulletin Board Signs 


“Again for business reasons, we con- 
sider it necessary to display our business 
signs on bulletin boards in labor halls and 
fraternal organizations. 


Year Books 


“We have an extensive list of exec- 
utives, business personnel and good 
clients to whom we distribute diary type 
year books during the month of Decem- 


ber. These are supplied to us on a shared 
cost basis by one of our insurance com- 
panies. We find that they are much ap- 
preciated. It is the type of advertising 
that stays with our clients or prospect 
throughout the year. In addition to the 
large size year book, we obtain a smaller 
number of pocket sized year books. 
Direct Mail 

“Although this item has appeared for 
a number of years on our advertising 
budget, we have never actually got a 
concerted campaign under way. We do 
a certain amount of what might reason- 
ably be called direct mail advertising, but 
the cost of this does not get separated 
from our ordinary stationery and postage 
accounts. 


Bill Boards 


“We feel sure that large bill boards 
on the entrance to our city or within the 
city itself would be effective. Unfor- 
tunately, we have not to date found a 
location which pleased us. We have 
periodically discussed the problem with 
out-door advertising companies, but they 
always seem to be interested in leasing 
us a number of boards within the city, 
some lighted and some unlighted, at a 
price which we consider quite prohibitive. 

“The only type of bill board advertis- 
ing that we are actually doing are the 
relatively small signs placed in front of 
building projects where the mortgage has 
been arranged through our office. These 
signs announce the fact that the financing 
of this building has been done through 
the H. L. Staebler Co. Ltd. 


Small Cost Items 


“In the course of the year, a a 
number of small cost items crop up whic} 
get charged into advertising which, in a 
sense, really are not advertising but are 
more probably donations—such as tickets 
to the Policemen’s ball, sponsoring of 
curling and golf events, providing door 
prizes for Rotary Club ladies * night, and 

3owling League annual dinners. A cer- 
tain amount of this is unavoidable and 
I think probably worthwhile.” 

In conclusion Mr. MacPherson said: 
“The results of our advertising are dif- 
ficult to assess. The year 1960 was a 
recessional year in our locality. Some 
of our companies and many of the agents 
to whom we have spoken have told us 
that their premium volumes were down 
in 1960 from 1959. We were able to 
show a modest increase of about 7% and 
it 1s quite possible that without our 
strong advertising support we, too, might 
have shown a shrinkage in premium 
volume.” 


Bié Bill 
(Continued from Page 14) 


they had fewer calories than peanuts or 
pretzels. We handled it, I think, with 
originality, which is frowned upon in 
some circles, I’m told. The headline (re- 
ferring to one of our secretaries) said 
“Diane Shugrue ate 3925 Dilly Beans last 
month and she didn’t gain an ounce.” 
(then, in the same size type) “But, boy, 
is she tired of Dilly Beans! 

“And the copy went on to say that 
‘the recipe is ancient southern, and one 
reason the Confederacy lasted as long 
as it did’.” Mr. Papert then played five 
Dilly Bean radio commercials he explaned 
were his favorites. 

“T’ve saved the best point for last,” he 
remarked, “A year and a half after they 
were stirring vinegar in a bath tub at 
home, those girls were shipping as many 
as 8,000 cases of Dilly Beans a month into 
New York; Dilly Beans were carried by 
all but two chains; and they are still in 
short supply. 

“You see,” Mr. Papert said happily, 
“advertising is a conversation between 
you and the prospect—one message, one 
prospect at a time. If that prospect 
doesn’t get the message, if it doesn’t 
talk his language, you’re in trouble.” 
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KEMPER COS. ELECT EIGHT 


J.S. Kemper, Jr., White, Palmer, O’Brien, 
Kiracofe, McCullough, Rowler and 
Cornelius in New Posts 

Six new officers have been elected and 
two current officers promoted by Ameri- 
can Manufacturers Mutual and Federal 
Mutual. The elections were announced 
by James S. Kemper, chairman of the 
( both divisions of the Kem- 
Group. 
American 


companies, 
per Insurance 


New officers of Manufac- 


turers are Jane S Ke emper at. vice 
chairman; W. R “Wi hite, vice president; 
k. P. Palmer, secretary; and B. R 
O’Brien, assistant secretary. C. A. Kira- 


cofe was promoted from assistant gen- 
eral counsel to general attorney and R. 
C. McCullough from assistant general 


counsel to director of research. 
New officers of Federal Mutual are 
Rowler, chief fire engineer; F 
ornelius, assistant secretary; and 
B. R. O’Brien, assistant secretary. Mr 
McCullough was promoted from 





assist 


ant general counsel to director of re- 
searcn 5 
James S. Kemper Jr. also is vice chair 
man of American Motorists Insurance 
( nd Lumbermens Mutual Casualty 
( two other Kemper divisions. Mr 


White is manager of the Kemper or 
ganization’s national risk department 





Mr. Palmer, manager of the agency pro- 
lu department; and Mr. O’Brien, 
it fire division manager for New 
McCullough, in his new position, 
n to the Kemper home office 





go from the eastern department 


ce at Summit, N. J. Mr. Kiracofe 
is nember of the legal staff in Chi 

Mr. Rowley also is chief engineer 
American Manufacturers. Mr. Cornelius 
is an assistant in the Kemper 


execul 1V« 
i in Chicago 


Fund Cos. Elevate Abate, 
Eckhardt and Holcombe 


Frank X. Abate, bond and burglary 
superintendent at Syracuse for The F und 
Insurance Companies, has been advanced 
t ianager of The Fund’s East- 

bond and burglary department at New 
York City, under Manag Robert C. 
Reeder, Jr 

An economics graduate from Fordham 
University in 1951, Mr. Abate has just 
-d ten years service in The Fund’s 
operations. In a 3-D campaign 
by ” Fund last year, he 





Oo assistant n 





1 DY rhe 


mpany’s leading producer. 
William R. Eckhardt has been ap- 
pointed special agent for Southern New 


Jersey He succeeds State Agent H. A. 





) © 
Eckhardt, a graduate of University of 
Pennsylva joined The Fund with 
everal years experience in both agency 
nd company ranks 

Theodore J. H mbe has been trans- 


ferred from Pittsburgh to Philadelphia 





a Marine ‘ial agent. A 
Beloit College, Mr. Hol- 
The Fund in 1958 and, after 


company’s 

San Fran- 
Pittsburgh 
capacity 


completing the 
ol program in 


; vel + the 
cisco, Was assigned LO Lie 





Wenthworth of Mass. Bonding 


Retires; Succeeded by Nee 
Charles F. Wentworth, manager of 
Massachusetts Bonding’s Syracuse branch 
itice, is retiring trom active service 
on June 30 

Mr. Wentworth graduated from Syra- 
cuse University 1924. After four years 
s an underwriter and special agent 
he joined the company as assistant man- 
ager of the Syracuse branch office on 
July 1, 1930, becoming manager in Jan- 
uary of 1942. He is a member and past 
officer of the Insurance Council of 


Syracuse 

To succeed Mr. Wentworth, George H. 
Nee, Jr. been appointed Syracuse 
branch office manager effective July 1. 


nas 


Clarke to Head SE Sales 
For Hooper-Holmes Bureau 








CLARKE 


WILLIAM C. 


Hooper-Holmes Bureau, Inc. announce: 
that effective July 1, 1961, William C. 
Clarke, presently division sales manage? 
of the southeast sales division, will be 
promoted to assistant vice president in 
charge of sales in southeastern United 
States. Mr. Clarke’s headquarters will 
be in the Atlanta office of the bureau, 
a commercial reporting firm specializing 
in insurance investigations 

Mr. Clarke started with the bureau 
as an inspector in Atlanta in February 
1938, was later transferred to Miami 
and became manager of that office. On 
e was made division sales 


March 1, 1954 h 
manager with headquarters in Atlanta 


Student Journalists from 19 
States Win Safety Awards 


Student journalists from 19 states will 
countrywide high 





share honors in a 

ea auto safety contest sponsored for 
the sixth successive year by American 
Motorists Insurance Co., a division of 


Kemper Insurance. 
James S. Kemper, board chairman of 
the company, ann minced the winners 


after the judging in Chicago of approx 
imately 1,000 aiden 

The winners, coming from 25 states, 
will receive cash awards totalling $2,625 
for traffic safety work in “se schools 
between February 28 and April 7, 1961 
Of the prizes, 23 go Fe to student 
publications and six to individual stu- 
dents 

“Brook ‘n’ Breck,” student publication 
of Louisville Male High School, Louis- 


was judged top winner. The 
won first prize for a publica 
campaign by a weekly, as well as 
first prize for an over-all school 
paign tor auto safety 

Other schools winning prizes for over 
all campaigns are Southwest High 
School, Kansas City, Mo.; St re 

Houston; William B. Murral 

High School, Jackson, Miss. a winner 
for the sixth straight year; and Sophia 
High School, Sophi a W est Va 


ville, Ky., 
newspaper 
tion 


cam 


Ac: ademy, 


Zurich Ends MERITmatic 
Three-month Payment Option 


Zurich-American Companies have dis- 
continued the three-month payment op- 
tion on their MERITmatic automobile 
policy effective immediately because of 
lack of interest and demand by policy- 
holders. The six-month option will con- 
offered. The quarterly plan 
never was available in Illinois, New 
New York 
MERITmatic auto policies 
three-month 
verted to the six-month payment plan 
for 1iums due after August 1. Noti- 
fication will be sent to the agent on the 
first of the month when any of his 
quarterly policies are due, so that he may 
inform the insured. In addition the in- 
sured will be notified of the change 
with his next premium notice. 





tinue to be 
Jersey or 
billed 


con- 


now 
will be 


basis 





N. Y. Legislative Committee Members 


Following are the members of 
joint garnet committees of the 
York State legislature dealing 
or indirectly with insurance. 


three 
New 


directly 


Insurance Rates and Regulations 


Appropriation $45,000; 
of unexpended 


March 31, 1962. 


Senators: William FE. 


reappropriation 
balance. To report by 


Condon, Repub- 


lican, Westchester County; Fred J. 
Rath, Republican, Oneida County; Si 
mon J. Liebowitz, Democrat, Kings 
County. 

Assemblymen: Lucio F. Russo, Repub- 
lican, Richmond County; Philip R 
Chase, Republican, Onondaga County; 


West- 


Democrat, 


Bernard R. Gordon, Republican, 
chester County; Louis Kalish, 
Kings County. 
Motor Vehicles and Traffic Safety 
Appropriation $40,000; reappropriation 
of unexpended balance. To report by 
March 31, 1962 


Rating Bureaus Make Ohio 
Safe Driver Plan Changes 


Many Ohio motorists convicted of the 


less serious moving traffic violations will 





‘ape payment of higher premiums for 


their automobile insurance as a result 
insurance 
July 1. 
The National Bureau of Casualty Un- 
derwriters and the National Automobile 
Underwriters Association, which intro- 
duced the plan in Ohio in 1959 on behalf 
ot their, more than 200 affiliated com- 
have 1 


of changes in the “safe driver 


plan” which become effective 









announced the changes 

The NAVA announced rate readjust- 
ments resulting in an overall statewide 
premium revenue reduction of 2% for 
automobile P.D. insurance, which re- 
imburses the insured for damage to his 
own car. 


The NBCU 


panies, 


announced territorial read- 


justments in basic premiums for auto- 
mobile liability insurance. In nine ter- 
ritories rates will decline, and in 13 


others will increase 
B. I. liability 


extent. For 
$10,000 per 


to some 
coverage of 
| $20,000 per accident and 
for property damage liability coverage 
f $5,000 per accident, the premium read 
justments will result in an average 
wide increase of 18% for private pas- 
senger cars. Most insured under 
the economy-type special automobile pol- 
icy will receive greater savings than are 
presently available. 

The NBCU also announced 
statewide reduction of 10% in premiums 
for medical payments coverage. Auto 
mobiles qualifying for the farm rate 
will continue to receive the 30% discount 
provided for such vehicles 


yerson and 


state- 


risks 


an average 


Lawyers Title Ins. Corp. Set 
To Purchase Albame Co. 


The Lawyers Title 
Richmond, Va. has 
100% of the stock of 

Trust Insurance C 


nsurance Corp. of 
fie red to purchase 
Title Guarantee 
rp. of Birmingham, 


Ala., for nearly two million dollars ac- 
cording to Charles C. Hampton, Texas 
manager of Lawyers Title in Dallas. 
Contingent upon Lawyers Title being 
able to acquire at least 85% of the out- 
standing shares, the purchase will be 


the fourth major acquisition by the com- 
pany in 13 months 

Title Guarantee & Trust, a company 
that has operated for 60 years had a 
gross income last year of $665,000. Ac- 
cording to George C. Rawlings Lawyers 
Title president, no changes in personnel 
will be made. The proposed settlement 
date is July 3 


Senators: Edward J. Speno, Republi- 
can, Nassau County; Clinton Dominick, 
III, Republican, Orange County; Walter 
Cooke, Democrat, Kings County. 


Assemblymen: Julius Volker, 
lican, Erie County; William J. 
publican, W ashington 


I. Berman, Democrat, 


Repub- 
Reid, Re- 
County; Samuel 
Kings County. 
Health, Accident and Hospital Insurance 
Plans 
Appropriation $40,000; 
of unexpended balance. 
March 31, 1962. 


reappropriation 
To report by 


Senators: George R. 
lican, Cayuga County; 
Republican, 
Thaler, 


ty 


Metcalf, 
Daniel G. 
Nassau County; 
Democrat-Liberal, 


Repub- 
Albert, 
Seymour R. 
Queens Coun- 


Assemblymen: Daniel S. Dickinson, 
Ir, Republican, Broome County; Lucio 
F. Russo, Republican, Richmond C ounty ; 
Kenneth R. Willard, Republican, Living- 
ston County; Max M. Turshen, Dem- 
ocrat, Kings County. 


Responsibility Law Ease 
Vetoed in Rhode Island 


Gov. Notte has vetoed a Rhode 
state legislative bill that would have 
exempted several groups of motorists 
rom showing ‘financial responsibility to 
keep or obtain a driver's license. 

In a strongly worded message to the 
State Senate, where the measure origin- 
ated, the Governor declared that “it is 
legislation such as this which leads to 
public clamor for compulsory insurance 
for uninsured motorists.” 

Gov. Notte said the bill would have 
permitted a driver to evade the present 
financial responsibility requirements by 
transferring the registration of his car 
or by reclaring himself bankrupt. 

The Governor 


Island 


also objected to a pro- 


vision that would have exempted from 
showing financial responsibility those 
drivers whose licenses are suspended 
for violations of rules of the road. 


Present Rhode Island law covers drivers 


whose licenses are either suspended or 
revoked. 

“It is difficult to understand,” the Gov- 
ernor asserted, “why motorists who are 


proven traffic hazards should be allowed 
unrestricted use of our public high- 
ways. It is even more difficult to under- 
stand why such hazardous drivers should 
be permitted to operate without showing 
some means of compensating their in- 
nocent victims.” 

Notte expressed belief that the 
State, by strengthening financial respon- 
sibility laws, “can avoid some of the 
problems and expense of compulsory in- 


surance 


Gov 


Hearing Set for Proposed 
Florida W. C. Rate Revision 


The National Council on Compensa- 
tion Insurance has filed a proposed work- 
men’s compensation insurance general 
rate revision with the Tennessee Insur- 
ance Department. 

The filing proposes no change in the 
average overall level of manual rates 
The proposed changes by industry group 
are as follows: Manufacturing +2.9% 
contracting—3.3%, all other +1.3% 

Within each industry group the 
changes will vary by classification from 
the average depending upon the volume 
and character of the particular classifi- 
cation’s experience. 

The above changes include recognition 
of the reduction in the administrative 
assessment of the industrial commission 
from 2%% to 2% of Workmen’s Com- 
pensation premiums. 

The hearing on this matter has been 
scheduled for July 5, in the Attorney 
General’s Conference Room, Capitol 
Building, Tallahassee, Fla. 
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COURT RULES FOR NATIONWIDE 


Ohio Common Pleas Court Rules Against 
Attempt to Prevent Co.’s Use of 
“Securance” Ad Theme 


A ruling in favor of Nationwide In- 
surance has been returned by the San- 
dusky (Ohio) Common Pleas Court. The 
ruling followed an attempt to prevent 
Nationwide from using the word “Secur- 
ance” in its advertising. 

Nationwide employs the word to de- 
note the wide range of insurance, financ- 
ing, and savings services it offers. 
“Securance” advertisements first ap- 
peared in February, 1960. 

Securance Service, Inc., which oper- 
ates insurance agencies in Woodville 
and Gibsonville, Ohio, had sought to 
permanently enjoin Nationwide from 
using the word. Securance Service main- 
tained it had prior rights to “Securance.” 
Lyle P. Younker and Heber L. Howard 
own SSI. 

Securance Service secured a tempor- 
ary restraining order, but the injunction 
was dissolved when plaintiffs failed to 
post bond to protect Nationwide against 
loss due to a break in its ad program. 

In presenting a 16-page opinion on the 
issue, Judge Robert J. Gabel said 
“the court gets the impression from the 
evidence that the plaintiffs saw an op- 
portunity to capitalize upon the use of 
the word by the defendants .. .” He 
ordered plaintiffs to pay the court’s 
costs. 

A cross petition filed by Nationwide, 
asked that the “Securance” service mark 
registered in Ohio by the plaintiffs be 
canceled, was also granted. Nationwide 
contended the registration should be 
nullified on the ground that it was sub- 
mitted after the insurance company be- 
gan using “Securance.” 


North Carolina Approves 
Uniform Auto Rate Bill 


A bill designed to bring uniformity to 
rates charged for automobile liability 
insurance was enacted by the North 
Carolina legislature. 

Effect of the new law is to eliminate 
“deviations” under which ten firms in 
the state, primarily large mutual com- 
panies, sell coverage at rates below 
standard rates approved by the state in- 
surance commissioner. 

The new act instructs the commis- 
sioner to set up a safe driver plan, under 
which motorists could get discounts on 
rates, depending on their safety records. 

Sen. Hubert Humphrey of Guilford, 
chairman of the Senate insurance com- 
mittee, said three out of four drivers 
in the state would be eligible for a 10% 
discount under one suggested safe driver 
plan, 

He described the measure as needed 
because of North Carolina’s compulsory 
liability insurance law. He said firms 
with deviations have been “skimming 
the cream” by taking only motorists 
least likely to be involved in accidents, 
thus leaving the average and_ below- 
average risks to the rest of the insurance 
companies, 


Maryland Casualty’s Hoover 
Dies; With Co. for 33 Years 


Herbert W. Hoover, manager of the 
accident prevention department, of 
Maryland Casualty since 1945, died un- 
expectedly at his home. He was 56. He 
had been associated with The Mary- 
land for 33 years. 

Mr. Hoover was a charter member and 
past president of the safety engineering 
club of Baltimore and was one of the 
most widely known insurance men_ in 
accident prevention and safety activities 
in the United States. He was a mem- 
ber of American General Contractors 
Association for Safety and casualty and 
surety committee on accident prevention 
and safety. 


He is survived by his wife and son. 


Ontario Court Rules Death 
Doesn’t End Auto Policy 


The Supreme Court of Canada has 
upheld an Ontario appeal court ruling 
that an automobile insurance policy in 
Ontario does not terminate with the 
death of the insured person. 

The court dismissed an appeal by Glo- 
bal General Insurance Co. against an 
appeal court decision ordering it to pay 
damages of $31,492 to Harold Finlay of 
Zurich, Ont. 

The case involved an automobile in- 
surance policy issued by the company 
to Mrs. Rheta Campbell, who died while 
the policy still was in effect. Mes. 
Campbell left her entire estate to her 
daughter Margaret Jean Campbell. 

The automobile insured under the pol- 
icy later was involved in an accident in 
which Mr. Finlay’s wife was killed and 
several children injured. The car was 
being driven by a family friend, Ivan 
Layng. E 

Global Insurance argued that the in- 
surance policy terminated on the death 
of Mrs. Campbell. However, the Su- 
preme Court upheld the Ontario appeal 
court judgment ruling the company 
liable. 


Aetna C. & S. Names Howard 


Dr. ‘Robert W. Howard has been ap- 
pointed assistant surgical director, claim 
department, Aetna Casualty & Surety, 
and Standard Fire. Dr. Howard was 
graduated from Union College and AI- 
bany Medical College, and practiced 
medicine in New York state for ten 
years before joining the Aetna last No- 
vember. He is a member of the Ameri- 
can Medical Association, New York 
State Medical Society and the Academy 
of Medicine. 


PAY-FOR-IDLE LAW BACKED 


Maryland Court of Appeals Upholds 
Validity of State Unemployment 
Insurance Act 
The Court of Appeals recently in An- 
napolis, Md. upheld the validity of Mary- 
land’s unempioyment insurance law and 
ruled that Wilson C. Warren must meet 

the statute’s provisions. 

Mr. Warren a registered land surveyor, 
appealed from a Howard County Circuit 
Court ruling. He protested that he was 
not an employer as defined in the law 
and did not have to file reports and pay 
contributions for the year 1958. 

“We hold that there is nothing in the 
statute violative of the appellant’s right 
to due process and freedom of contract,” 
the high court said in answering ques- 
tions of constitutionality raised by Mr. 
Warren. 

The court said Mr. Warren fell 
“squarely within” the law’s definition of 
employer and added, “the conclusion 
that the appellant is liable for such con- 
tributions as are due and payable as 
inescapable.” 

Mr. Warren reported his employees 
declared their wages and paid contribu- 
tions thereon from 1951 to 1957 accord- 
ing to records in the Department of Em- 
ployment Security. The department said 
he filed a quarterly return in the first 
quarter of 1958 showing no employment. 

On the fourth-quarter return, the de- 
partment said Mr. Warren noted he was 
carrying on his business without em- 
ployes and instead was using only “oc- 
casional assistance from associates, part- 
time helpers or independent contrac- 
tors. 

“The fact that such employed indi- 
viduals were designated by the employer 
as ‘associates, and part-time helpers,’ or 
even ‘independent contractors,’ in the 
absence of proof of that fact, had no 
effect on his liability to make contribu- 
tions to the unemployment fund,” the 
high court said. 








HEAD ‘EM 
OFF 

AT THE 
PASS 





Invariably, the Western hero is faster on the draw, trigger and horse than the outlaws. 
How else could he “bring ’em in?” Insurance-wise, corralling a case is invariably more 
certain when the company you deal with is fast on the service, and generous with it. 
Why don’t YOU draw on the experience and service upon which PUBLIC SERVICE 
MUTUAL has built its reputation—and steady growth—for 37 years. 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 





WILLIAM E. DANDRIDGE, Agency Supt. * Hempstead: 138 Front St., ROBERT ZMOOS, 
Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 10 Gibbs St., 
W. C. VAN VECHTEN, Mgr. + Buffalo: 907 Morgan Bidg 
Syracuse: 813 State Tower Bidg.. JAMES E. MacCOLLUM, Rep. * Miami: 1103 So. 
Miami Ave., THOMAS H. RIGGINS, Mgr. * E. Orange: 61 Lincoin St., IRVING GROVES, 


Mgr. 


10% DEVIATION: 

Automobile bodily injury and 
property damage liability: al! 
classes. 





MUTUAL INSURANCE CO. 


HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 
37 years of public service 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 








OFFICE SPACE 
County Federal Buildings 
Modern, air conditioned, elevator buildings. 
Rockville Centre 4400 sq. ft. 
Wantagh 5500 sq. ft. 
(will divide) 


STORES 
Wantagh Building 1000 sq. ft. each, basement. 
ROckville Centre 4-1600 











-» JOSEPH MURPHY, Rep. ° 


HANDLEY ADVANCED IN H. O. 





Hartford Accident Vice President Takes 
On Added Responsibilities Following 
Retirement of John Barter 
Appointment of Vice President Fran- 
cis P. Handley as home office executive 
in charge of the automobile, compensa- 
tion and liability, engineering and pay- 
roll audit departments of the Hartford 
Accident & Indemnity is announced by 

President Manning W. Heard. 

The additional responsibilities assumed 
by Mr. Handley were formerly handled 
by Vice President John L. Barter who 
has retired. 

Since his election in 1955 as vice pres- 
ident, Mr. Handley has had general ad- 
ministrative duties. He joined Hartford 
Accident in 1917 and was named super- 
intendent of the automobile department 
in 1936. Elected assistant secretary in 
1937, he was elevated to secretary in 
1948. 

Long prominent in insurance circles, 
Mr. Handley has been active in the Na- 
tional Bureau of Casualty and Surety 
Underwriters and the Association of Cas- 
ualty and Surety Companies. He also is 
a director of the Hartford Home Savings 
and Loan Association and the Savings 
Bank of Manchester and is a former 
member and past chairman of the Man- 
chester (Conn.) Town Planning Com- 
mission, 


McCahan Marks 45th Year 
With Fidelity & Deposit 


Elmer B. McCahan, Jr., vice president 
and member of the executive staff, Fidel- 
ity & Deposit of Maryland, celebrated 
his 45th anniversary with the company 
on June 28. 

During most of his first 25 years with 
F. & D, Mr. McCahan was associated 
with the company’s claim department as 
an attorney. He then was assigned to 
the legal department and in 1948 was 
named assistant general counsel. Two 
years later he was elected a vice presi- 
dent and placed in charge of the claim 
and salvage departments. He was ap- 
pointed to the company’s executive staff 
on 1954. 

Considered one of the country’s out- 
standing authorities on surety law, Mr. 
McCahan for many years has taken an 
active part in the affairs of the insurance 
section of the American Bar Association 
and the National Association of Insur- 
ance Counsel. 

A native Baltimorean, Mr. McCahan 
is a graduate of University of Maryland 
law school and a member of the Mary 
land bar. 


Suspend Operations of Two 
South Carolina Companies 


South Carolina Insurance Commis- 
sioner William F. Austin has suspended 
operations of National Fidelity Insurance 
Co. and the Title Insurance & Guaranty 
Co., both of Spartanburg. A hearing on 
the suspensions is set for July 11 at 
the commissioner’s office in Columbia. 

In both suspensions, the Commissioner 
said the firms are “probably in an un- 
sound financial condition.” In neither 
of the identical orders did Mr. Austin 
say what evidence had caused him to 
order the suspension. 

It is known, however, that both com- 
panies, headed by Spartanburg Mayor A. 
D. Cudd Jr., have been paying large 
numbers of damage claims filed since 
Hurricane Donna. 
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ment of damaged signs without cost. 
Weeds, brush or snow removed to keep 
unobstructed view of signs. When high- 
way conditions demand, signs relocated 
at no cost to the agent. All leasing 
details, fees, taxes, insurance and legal 
expenses handled for the agent. 


Favorable Reaction 


“The reaction to the introduction of 
our sign program was far better than 
we ever imagined it would be. Our 
guarantee with Nadco was for 100 signs. 
We sold 4,000! And since that auspicious 
start, we have followed up with other 
mailings and trade press advertising of 
this advertising feature. This year we 
hope to hit 5,000 signs. Right now, over 
20,000,000 people see Hartford roadside 
signs every day. Thus, we've added a 
powerful national medium for our com- 
pany while affording our agents an out- 
standing local ad vehicle. 

“Has it all been easy sailing? Not quite 

“We had a few letters from agents and 
others (garden club members) expressing 
shock that we would clutter up the land- 
scape with signs. We were ready for 
that one since, candidly, we had some 
sincere anti-billboard people in our own 
management. These men had concluded 
that, while it would be very nice to 
have sign-free highways, we couldn't 
afford to pass up the advertising op- 
portunity involved as long as it was avail- 
able to all who are vying for public 
attention. We asked our critics—there 
were few—to accept the same logic. Ap- 
parently, they did. 

“A second problem which was antici- 
pated but which did not, in all honesty, 
bother much was that of agency cancel- 
lations. We figured that a certain num- 
ber of agents in our sign program would 
cancel or be cancelled during the course 
of their three year contract. Actually, 
there were few and they were no prob- 
lem. We had provided for this contin- 
gency in our contract with Nadco. For 
a few additional pennies per sign, we had 
insured ourselves. The minute we get 
notice of an agency cancellation, the 
signs involved are removed from the 
roadways at no further cost to either 
the agent or the Hartford.” 

Problem of Sign Locations 

Mr. Cagney said that Hartford's big- 
gest problem—‘“and yours, if you go into 
roadside advertisi is one that we did 
not anticipate. That problem was (and 
is) sign locations.” He explained: 

“In some areas—notably southern Cali- 
fornia, Metropolitan New York and New 
Jersey, southern Connecticut, Massachu- 
setts—zoning is so tight that new sign 
erection is 100% impossible. It’s amazing 
to drive through a jungle of signs only 
to find that it’s a zoned area. New signs 
are zoned out but the old ones can stay, 
rotting away. 

“In other areas, ideal locations are not 
always easy to find. After all, there are 
just so many ideal locations and every- 
one wants them. Nadco tries to get our 
agents the locations they want and, in 
the overwhelming number of cases, are 
successful. But we have had to cancel 
some contracts because of inability to get 
acceptable locations. This is our greatest 
single problem.” 

In closing he said: “ 
at least three things r 
side Program. We got into it early, 
which gave us a great sales advantage. 
We planned the program carefully and 
the resultant lack of complications kept 
sign salesmen on the selling line rather 
than the complaint counter. Finally, we 
fought off the temptation to produce a 
sign and let our agents worry about 
getting it located, insured and maintained. 
We let the experts handle it for us... 
and this was probably the smartest move 
of all.” 

Walter “Dewey” Harrison, in telling 
the story of The Travelers’ experiences 








th 
ght in our Road- 


I think we've done 
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to date with Yellow Page trademark 
listing advertising, said he was con- 
vinced that this form of advertising is of 
value. Chief reason is that agents of the 
company want it and point to definite 
results obtained from such listings. He 
put on the record that The Travelers 
now has trademark listings in 971 tele- 
phone directories (yellow pages) around 
the country with about 2,100 agents fea- 
tured in such listings. 

Mr. Harrison put the question “why 
does a man or woman go to the phone 
book’s yellow pages for information on 
where to buy?” The reason is that the 
yellow pages are thoroughly established 
in the mind of readers, he said. “They 
know that it is the No. 1 buying refer- 
ence spot, that it is always available and 
information easily obtainable. That’s 
why we use the yellow pages to help 
bring our national advertising out of the 
sky and implaint it in the minds of our 
potential customers.” 

He went on the explain: “Most of the 
time, we believe, prospects are looking 
for our agents. They see our Red Um- 
brella ads in the national magazines and 
they have registered. They are told ‘to 
see your Travelers agent’ and by that 
we mean to convey: ‘Welcome The Trav- 
elers agent when he tries to see you.’ 

“The follow-through, in our opinion, is 
the trademark listing in the telephone 
directory’s yellow pages. There are a 
total of 4,101 such directories in the 
United States with a total circulation of 
60 million people and the advertising in- 
take is well over half a billion dollars .. . 
We believe that this is a formidable and 
successful medium.” 


Some Frustrations 


Mr. Harrison indicated that all is not 
“a bed of roses.” The Travelers, he 
admitted, have had some confusing, com- 
plicated and frustrating experiences with 
its “yellow page” advertising. As an 
example, he told about the midwest agent 
who has represented the company since 
1913 (and has a plaque to prove it) who 
complained that his name had _ been 
omitted from the trademark listing in the 


new edition of the “yellow page” direc- 
tory. Another agent in Erie, Pa. was 
saddened by the misplaced listing under 
Travelers’ heading of a life insurance 
company. Somehow a boo-boo had been 
made and home office regrets were ex- 
tended to him. 

One complication, said Mr. Harrison, 
is that the yellow page directories are 
the only media that he knows of where it 
is impossible to see a proof in advance. 
“We consider this something of a draw- 
back.” He mentioned also that the mul- 
tiple classification problem is another one 
“that gives us some headaches.” 

Before closing Mr. Harrison gave rec- 
ognition to his associate, Douglas Bewick, 
who “knows twice as much about yellow 
page advertising as I do. He handles 
it with great skill, patience and dis- 
cretion.” 

He further explained that the com- 
pany is well satisfied with the coopera- 
tion it has received from Walstrom & 
Co., a specialist in telephone advertising, 
which handles The Travelers account at 
a 15% retainer. “This is in addition to 
the facilities we get from the National 
Trademark Service. NTS and Walstrom 
make a good team!” 


“Look” Magazine Honored by 
Ins. Advertising Conference 


“Look” Magazine was one of the re- 
cipients of a Merit Award conferred 
by the Insurance Advertising Conference 
last week for outstanding editorial and 
advertising support of the insurance field 
during the past year. 

The award was presented to the maga- 
zine at the annual IAC meeting in 
Manchester, Vt., by T. Ramsay Taylor, 
conference president. Harold Cook, 
long-time insurance specialist on ‘Look’s’ 
advertising staff, accepted the scroll on 
behalf of his publication. 

In making the presentation, Mr. Taylor 
cited “Look” for “outstanding service 
during 1960 to the IAC.” Especially noted 
was “Look’s” trade-press advertising 
campaign last year built around the 
theme, “Advertising that Helps Agents 
Sell”; also the magazine’s editorial 
features promoting safety on the high- 
ways and in the home. 





Top row, left to right—Charles K. Oaks, Jr.. The Travelers, IAC executive sec- 


retary; Kenneth M. 
treasurer; Joseph W. | 





Young, Canadian Underwriters’ Association, IAC secretary- 
ders, American Fire & Casualty, Orlando, Fla., IAC sec- 


ond vice president; Douglas W. Bewick, The Travelers, IAC assistant secretary. 

Bottom row, left to right—Art Dannecker, Ohio Farmers Cos., first vice presi- 
dent; William J. O’Meara, Aetna Casualty & Surety, IAC president, and T, Ramsay 
Taylor, United States F. & G., [AC immediate past president. 


Two Aetna Dinners 
Given to J. H. Nolan 


MANN AND VAN GILS SPEAKERS 


Served as Newark Branch Office Manager 
Of Aetna C. & S. for 24 Years; 


His Prominence 


John H. Nolan, retired Newark man- 
ager of Aetna Casualty & Surety, who 
will start July 15 in his new post as 
public relations vice president of the 
Sheehan Appraisal Service, Inc., Spring- 
field, N. J., was the guest of honor re- 
cently at two Aetna dinners that he will 
long remember. Attesting to his popular- 





L. to r—John H. Nolan, H. D. Van 
Gils and Roy J. Lanahan. 


ity with both his office staff and Aetna 
agents, Mr. Nolan was dined first by his 
associates with Bonding Manager Clyde 
W. Quick as dinner chairman, and then 
by the producers with Roy Lanahan, vice 
president, Patrick J. McGlynn, Inc., Jer- 
sey City, as toastmaster. Both parties 
were held at Mayfair Farms, West 
Orange, N. J 

At the office party Guy E. Mann, senior 
vice president of Aetna Casualty & 
Surety, was the guest speaker and he 
gave the home office recognition of Mr. 
Nolan’s long and successful career with 
the company. Starting in 1924, he first 
handled A. & S. insurance in the Newark 
branch, then became superintendent of 
agents, and in 1937 succeeded William 
Morcom as manager at the latter’s death. 
Under his management the office devel- 
oped into one of the leading branches 
of Aetna Casualty & Surety. Since 1950 
production has tripled and last year was 
its biggest year to date with an overall 
$11 million production. 

Over 100 agents of Aetna Casualty paid 
tribute to Mr. Nolan and presented him 
with gift certificates and their best wishes 
for the future. Joining with them was 
Home Office Agency Vice President H. 
D. Van Gils who, early in his Aetna 
career, had spent about ten years in the 
Newark branch office and was “Jack” 
Nolan’s roommate for a time. Mr. Van 
Gils told the agents about Nolan’s World 
War I career in France as a sergeant 
with a machine gun battalion; his in- 
dustry prominence—two terms as presi- 
dent of Casualty Underwriters Associa- 
tion of New Jersey and New Jersey 
legislative counsel, Association of Cas- 
ualty & Surety Companies. He dwelt on 
his friendship-building qualities and pride 
of achievement, and then spoke apprecia- 
tively of Mrs. Nolan and the two daugh- 
ter, Ellen and Rosemary. 

Roy Brown, who has succeeded “Jack” 
Nolan as Newark branch manager, also 
paid his respects, telling how helpful he 
had been in “showing me the ropes” over 
the past several months. To round out 
the evening George Healy, Newark super- 
intendent of agents, “the poet laureate” 
of the office, read an_ original piece, 
“The House That Jack Built.” 

Mr. Nolan in an appreciative response 
to his admirers summed up: “The cream 
of New Jersey’s agents are here tonight. 
I pay tribute to them for the outstanding 
job done, especially in the Aetna’s recent 
production drive.’ 











Wilks 








Fee EE 





June 30, 1961 


The Eastern 


Underwriter 


Page 29 





Pennsylvania Drivers 
Get Auto Plan Changes 


TO BECOME EFFECTIVE JULY 1 


NAUA Announces Over-all 2.4% Rate 
Reduction; NBCU Statewide Average 
Up 5.7%; Changes in Point System 





New York, June 30.—Many Pennsyl- 
vania motorists convicted of the less 
serious moving traffic violations will es- 
cape payment of higher premiums for 
their automobile insurance as a result of 
changes in the “safe driver insurance 
plan.” 

The changes, approved by Insurance 
Commissioner Francis R. Smith, become 
effective July 1 

The National Bureau of Casualty Un- 
derwriters and the National Automobile 
Underwriters Association, which intro- 
duced the plan in Pennsylvania in 1959 
on behalf of their more than 230 affiliated 
companies, announced the changes today. 

The safe driver plan grants reduced 
premiums to motorists with good driving 
records for the previous three years and 
charges higher premiums to those with 
record of accidents and traffic violation 
conviction. Under the plan, the premium 
a motorist pays depends upon whether he 
has points assigned against him for ac- 
cidents or convictions, and the number 
of points. ! 

The changes in the plan will result in 
eliminating or reducing the number of 
points assigned against motorists for 
convictions of many types of moving 
traffic violations, thus relieving many 
drivers from surcharges on their pre- 
miums. Motorists who accumulate points 
under the revised plan will pay higher 
surcharges than in the past. 


Basic Premiums Are Revised 

Basic premiums for automobile insur- 
ance also are revised. 

The National Automobile Underwriters 
Association announced rate readjustments 
resulting in an overall statewide premium 
revenue reduction of 2.4% for automobile 
physical damage insurance, which re- 
imburses the insured for damage to his 
own car. 

The National Bureau of Casualty Un- 
derwriters announced territorial read- 
justments in basic premiums for automo- 
bile liability insurance. In 11 territories 
rates will decline, and in 13 others will 
increase to some extent. For bodily in- 
jury liability coverage of $10,000 per 
person and 000 per accident and for 
property damage liability coverage of 
$5,000 per accident, the premium read- 
justments will result in an average state- 
wide increase of 5.7% for private pas- 

senger cars. 

The NBCU also announced an average 
statewide reduction of 15% in premiums 
for medical payments coverage. Auto- 
mobiles qualifying for the farm rate will 
continue to receive 30% discount provided 
for such vehicles. 

Most risks insured under the economy- 
type special automobile policy will receive 
greater savings than are presently avail- 
able. 

The changes in the safe driver insur- 
ance plan are designed to simplify the 
plan for easier administration and to 
promote the uniform administration of 
the plan throughout the state with respect 
to serious convictions. 

The principal changes involve the drop- 
ping of penalty points for running a red 
light, failure to observe a stop sign, 
illegal turn, illegal passing and certain 
other offenses. 

Point Basis Explained 

Under the revised plan, points will be 
assigned for convictions only in accord- 
ore with the following procedure: 

For certain major moving traffic violation 
sgiatan the points assigned -will be reduced 
from five to three. These major violations are: 
driving while intoxicated or under the, influence 
of drugs; failure to stop and report when involved 
in an accident; homicide or assault arising out 
of the operation of a motor vehicle;. driving 
during a period while license is suspended or 
revoked. 

2. Two points will be assigned for the ac- 
cumulation of points under the . Pennsylvania 
state point system administered by the Depart- 


Arizona is 39th State to 
OK “Safe Driver Ins. Plan” 


San Francisco, June 29—The “safe 
driver” automobile insurance rating plan 
—a concept that has swept the country 
during the past two years because it 
provides lower rates for better drivers 
and higher rates for poorer drivers— 
will be available in Arizona starting 
July 1, two national rating organiza- 
tions have announced. 

The National Bureau of Casualty Un- 
derwriters and the National Automobile 
Underwriters Association, representing 
some 200 affiliated companies, said the 
Arizona Insurance Department has also 
approved a new low-cost “special” auto 
policy which, because of “packaging” and 
electronic processing, affords additional 
savings for qualified drivers over and 
above the savings in premiums resulting 
from application of the safe driver plan. 

Individual insurance buyers will be- 
come eligible for the discounts as their 
policies come up for renewal after July 1, 
or for new buyers at any time after July 
1, the two groups said. 

At the same time, the NBCU indicated 
that an average statewide increase of less 
than 1% in the basic liability rate level 
had been approved by the Insurance 
Department, and the NAUA had approval 
for an average statewide increase of 
about 2% on auto physical damage pro- 
tection. . 

The NBCU and the NAVA estimated 
that six out of ten Arizona drivers would 
be eligible for the maximum discount 
of 20% on liability and collision pre- 
miums available under the safe driver 
plan. The remaining four out of ten 
policy buyers would be eligible for a 
lesser discount, pay the current basic 
rate or pay a higher rate, depending upon 
the driving record of the drivers in their 
households. 

“Arizona is the 39th state to approve 
the safe driver insurance plan,” the two 
rating organizations stated. 





ment of Revenue or a series of convictions re- 
quiring the filing of evidence of financial respon- 
sibility under any financial responsibility law. 

3. One point will be assigned for conviction of 
any other moving traffic violation which results 
in the suspension or revocation of an operator’s 
license or the filing of evidence of financial 
responsibility under any financial responsibility 
law. 

4. “Reckless driving,” which at present calls 
for assignment of three points, will be omitted 
from the plan because there are no uniform 
standards of defining the offense. 

Other important changes: 

1. Only one point, instead of two, will be 
assigned for each automobile accident resulting 
in damage to any property in excess of $50 or 
any bodily injury or death. 

2. One point will be assigned for two or more 
accidents .resulting. in property damage under 
$50. At present no points are charged for these 
accjdents. 

3. A driver who has been licensed less than 
three years and who has not been assigned any 
points will pay the basic premium. In view of 
the hazards of driving. on today’s congested 
highways,.a newly licensed driver is more likely 
to be involved in an accident than one who has 
had several years of driving experience, the 
rating organizations explained. 

4. Because of the elimination of penalty points 
for many. lesser violations convictions and_ the 


reduction in. the number of penalty, points as- 


signed, for accidents and serious convictions, the 
number of point categories and the premium 
surcharges are being revised. The new point 
categories and premiums are: 
Number 
of . 
Points New Premiums 
St. 15% discount off basic premium 
1 Basic premium +5% 
Res Basic premium +50% 
3; Basic premium +100%. 
4. Basic premium +150% 


The National: Bureau of Casualty Un- 
derwriters ‘also announced changes in 
basic premiums for liability insurance for 
garages buying the broad coverage result- 
ing in an average statewide increase of 
6%.. This change applies to limits. of 
$10,000 .and $20,000 for bodily injury. and 
$5,000 for property, damage... 
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California Agents Settle Trust Suit 


California Association of Insurance 
Agents President Jack Schroeder has 
reported that the four eastern insurance 
companies involved in the California 
League of Independent Insurance Pro- 
ducers’ antitrust suit had offered to settle 
through a so-called “covenant not to sue 
or to sue further.” 

Mr. Schroeder, who also heads the 
producers’ league, made the announce- 
ment during the recent CATA board of 
directors meeting in Rancho Santa Fe, 
Calif. The four insurers were not iden- 
tified in the agents’ announcement. 


Terms of Agreement 


“The covenant—which has not yet 
formally been signed—recognizes the 
right of individual negotiation of com- 
missions and prohibits collaboration be- 
tween companies in fixing rates of com- 
missions paid to agents. Also, the agree- 
ment provides that within 90 days of its 
effective date the companies involv ed will 
negotiate individual commission agree- 
ments with each agent who is a plaintiff 
in the antitrust action,” Mr. Schroeder 
said. 


No monetary damages are involved in 
the agreement, President Schroeder said. 
“This position grew out of the fact that 
substantially all of the plaintiffs in the 
earlier settlement with Pacific Indemnity 
Insurance Co. (reached in March, 1960) 
had waived monetary damages.” 

Since the beginning of the suit, Mr. 
Schroeder noted, the agents group has 
emphasized that its primary purpose was 
simply to re-establish the principle of 
individual negotiation. 

In commenting on the agents’ reac- 
tion to this latest development in the two 
and one-half year old suit, Mr. Schroeder 
said: “The league and the association are 
most happy with the recognition of the 
principle for which they have fought.” 

Officials of the producers league expect 
to sign and file the antitrust settlement 
sometime shortly after June 30. Once 
this signing has occurred, settlements 
will have been reached with all but two 
of the seven original defendant com- 
panies, it was reported. 

Joseph Alioto, antitrust attorney, has 
handled the producers’ case since it was 
filed in Federal court on Dec. 0, 1958. 


“TRUE” MAGAZINE’S SAGA OF WALTER CANDY— 
KNOWN AS: “KING OF THE AMBULANCE CHASERS” 


“By the mid-1950’s, Walter Candy had 
become a wealthy man. He had a hun- 
dred hand-tailored suits, whole closets 
full of $40 shirts. He drove a Cadillac, 
traded in once : year. Bellhops stared 
goggle- eyed as he passed out $100 bills 
as tips. Expensive women flocked around 
him, and expensive liquor flowed like 
water at his table. He had a custom- 
decorated office in Cincinnati, where he 





BARCOME TO SPRINGFIELD 

To provide greater service to its 
agents, the New Hampshire Insurance 
Group has expanded the facilities of the 
Springfield, Mass. office by the addition 
of a casualty underwriter. G. Robert 
Barcome of the Boston office has been 
transferred to the Springfield office. 
State Agent Roland F. Drew, will be in 
charge of the production of casualty busi- 
ness as well as fire and allied lines. 


Sommer Marks 40th Year 


(Continued from Page 13) 


Underwriters and the Conference Bureau 
of H. & H.. Underwriters. And when the 
Health Insurance Association of America 
was formed in 1956 he served on its orig- 
inal board of directors for two years and 
also on the Task Force prior to HIAA’s or- 
ganization. He is now a member of the 
health insurance terminology committee. 

A facile writer, Mr. Sommer is the 
author .of “Manual of Accident. and 
Health Insurance” and a contributor .to 
many of the multi-authored A. & H. 
books, most recent being “Life and 
Health Insurance Handbook—1959.” 

One of his hobbies is contract bridge 
and.for some years he was a regular con- 
tributor to one of the bridge magazines. 
In his early years he was quite an athlete, 
particularly in baseball and tennis, and at 
one time was a participant in mid-western 
tennis tournaments..: - . 


posed as a private detective handling 
special investigation for lawyers—a setup 
calculated to get both him and the law- 
yers off the hook in case anybody should 
start wondering what he did for a living. 
Walter Candy had it made.” 

‘No, Walter Candy had not broken 
the bank at Las Vegas, nor held a 
winning ticket in the Irish Sweepstakes. 
Walter Candy had made his fortune 
ambulance chasing—soliciting clients for 
lawyers. 

In the July issue of “True” Magazine, 
Max Gunther’s article “King of the Am- 
bulance Chasers” tells how Mr. Candy 
helped accident victims parlay minor in- 
juries into huge court awards costing 
insurance companies millions. 

Mr. Gunther points out that ambulance 
chasing is illegal in most states and in 
all states is considered unethical by the 
American Bar Association. This, how- 
ever, has not stopped this racket from 
“growing like a mushroom during the 
past two decades.” 

Big, Rich Companies the Target 

The author believes one reason for 
this growth “is that juries thoroughout 
the country have been getting more and 
more generous in awarding compensa- 
tion money to the injured, widowed and 
orphaned—particularly when the defend- 
ant in the trial is a big, rich company 
that the jury thinks can afford to pay.” 

Through Walter Candy’s story, Mr. 
Gunther shows how large settlements 
have hurt the railroads financially and 
driven up auto insurance rates. 

Cartoonist Robert Osborn, who illus- 
trated Vance Packard’s book “Hidden 
Persuaders” and advertising for Nation- 
wide Insurance, has added his talents to 
Mr. Gunther’s article. 

Mr. Candy—now in the Ohio State 
Penitentiary—is talking these days be- 
cause for the time being his ambulance 
chasing is over. His story, however, is a 
dramatic lesson to the insurance industry 
to continue its crusade against fraudulent 
claims. 





Page 30 


The Eastern Underwriter 








June 30, 1961 





THE EASTERN UNDERWRITER 





J. Owen STALSON 
President and Publisher 





Editorial Division 


CLARENCE AXMAN, Editor 
ANNE MILLER, Asst. Managing Editor 
Epwin N. Eacer, Associate Editor 


L. JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 
O.iver J. Jones, Associate Editor 


Sipney S. WHIPPLE, Assistant Editor G. MARGUERITE SAMUELS, Editorial Asst. 





Business Division 


W. L. Crapp, Vice President-Advertising 


EvizaBeTH V. McGinty, Assistant Manager 





Subscription price in the United States and possessions, $7.50 a year. Canadian subscrip- 
tions, $9 a year. Foreign countries $10.50 a year. Single copies 30c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 
Office and place of business 93-99 Nassau 


St., New York 38, N. Y. WOrth 2-4868. 





AIDING URBAN DEVELOPMENT 

As an example of how insurance com- 
panies with their investments and loans 
are extending essential first aid public 
service in an area where it is currently 
greatly appreciated was announced this 
week. It is an agreement of the Equitable 
Life Assurance Society to make available 
a $31 million loan to the proposed $55 
million St. Louis Downtown Stadium pro- 
gram. It is the largest loan of this type 
of project which has been made by Equi- 
table and is the largest single loan ever 
made in the city of St. Louis. 

The project embraces a sports stadium, 
to be used by the St. Louis major league 
baseball and football teams, six parking 
garages and a motel. It is sponsored by 
the Downtown Civic Center Redevelop- 
ment Corporation, which has received 
subscription pledges of more than $17 
million in equity capital toward the pro- 
ject from St. Louis industries and indi- 
viduals. 

The announcement of this civic-minded 
loan was made in a manner which has 
enabled the 
Kansas to 


citizens of Missouri and 
all the circumstances 
and has thus enhanced the prestige of the 
public relations of life insurance. The 
procedure was a press conference in St. 
Louis following a meeting of the Rede- 
velopment Corporation and which was at- 
tended by James Franklin Oates, Jr. 
president and Grant Keehn, senior vice 
president-investment, of Equitable. Also, 
at the press conference were St. Louis 
city officials, members of the board of 
aldermen, the executive board of Cham- 
ber of Commerce of Metropolitan St. 
Louis, Land Clearance Commission, Bi- 
State Authority and mayors of surround- 
ing cities. 

President Oates explained that the 30- 
year loan is subject to the completion of 
the construction, the subscription of the 
remainder of the equity goal of $20 mil- 
lion, the city’s completion of the neces- 
sary access streets, utilities and offstreet 
parking facilities and the satisfactory 


leasing of the properties to credit-worthy 
lessees. 


know 





George Baronian, CLU, office manager 
of the Sam P. Davis agency of Phoenix 
Mutual Life in New York City, was 
inducted this week as president of the 
Hastings-on-the-Hudson Lions Club. In 
that post he succeeds Edward Brancati, 
CLU, an attorney for the Davis Agency. 


Preston Estep, vice president and chair- 
man of executive committee, Redevelop- 
ment Corporation, said at the conference: 
“The participation of Mr. Oates and his 
company today exemplify the kind of 
teamwork and cooperative effort so 
necessary to do this job of rebuilding our 
American cities and of solving our most 
pressing domestic problem—that of fight- 
ing and arresting blight and deterioration 
in our urban centers.” 


Louis R. Menagh, president, The Pru- 
dential, was elected a member of the 
board of directors of the Fidelity Union 
Trust Co. of Newark. Announcement 
was made by C. Malcolm Davis. Fidelity 
Union president. Mr. Menagh is the 
eighth president of The Prudential since 
its founding in 1875. He started with the 
company in its actuarial department and 
subsequently assumed managerial re- 
sponsibility for many of the company’s 
activities as he progressed from assist- 
ant comptroller, to comptroller, to vice 
president and comptroller and to execu- 
tive vice president preceding his elec- 
tion as president early this vear. 

“Te 6 


R. McAllister Lloyd, chairman of 
Teachers Insurance and Annuity Asso- 
ciation (TIAA) and College Retirement 
Equities Fund (CREF), was awarded an 
honorarv doctor of laws (LL.D) degree 
bv Juniata College, Huntingdon. Pa., 
at its recent commencement. Mr. Lloyd 
was described in the college’s citation as 
a man who “has brought together the 
constant and the variable as the happiest 
means of enabling the professional edu- 
cator to face the future confidently and 
responsiblv.”. Mr. T.lovd became presi- 
dent of TIAA in 1945, and was named 
president of CREF when it was founded 
in 1952. He hecame chairman of both 
organizations in 1957. 

2 ~~ 

Donald F. Sorensen, director of press 
relations 2nd publications for Occidental 
Life of California. has beer appointed 
to the public relations committee of the 
Los Angeles Chamber of Commerce. 

» * 

Tillie Chelminiak, newly elected presi- 
dent of the Insurance Women of Toledo. 
was installed at a meeting of the group 
in Toledo, Ohio. 

» * 

Alexander Query, vice president of The 
Prudential. has heen elected a vice pres- 
ident of the Minneapolis Chamber of 
Commerce. 

: e 2s 

William E. Corgill has been named 
a traffic constant for the Insurance 
Tnstitute for Highway Safety, Wash- 
ineton, D C. Just prior to joining the 
TTHS staff. ‘Mr. Corgill was assistant 
director of the New Vork State Citizens 
Council on Traffic Safetv, with head- 
quarters in New York City. 








P. W. GWALTNEY, JR. 


P. W. Gwaltney, Jr., has been elected 
as a vice president of the Vigilant In- 
surance Co. He is manager of Chubb & 
Son Inc.’s Pittsburgh office and was for- 
merly assistant manager of the fire de- 
partment at the company’s head office in 
New York. He has been associated with 
Chubb & Son Inc. since 1947. 


* * * 


Engagement has been announced of 
Jonnet Jean Kerns, daughter of Mir. and 
Mrs. John Stephen Kerns, Sacramento, 
to Howard K. Holladay of Boston. Miss 
Kerns’ father is general agent of North- 
western Mutual Life in Sacramento. Mr. 
Holladay was recently appointed gen- 
eral agent at Boston for National Life 
of Vt. Pireviously he was district agent 
in Augusta, Ga. for the company’s Harold 
T. Dillon general agency in Atlanta. 
The couple will be married in an evening 
ceremony August 2, at First Methodist 
Church, Sacramento. 


* * * 


J. F. Follmann Jr., director of informa- 
tion and research of the Health Insur- 
ance Association of America, has been 
named as a consultant to the American 
Pharmaceutical Association. Purpose of 
the assignment will be to assist the ad- 
visory committee of the A.P.A. in its 
consideration of the subject of the es- 
tablishment of prepaid programs for pre- 
scription drugs. Such programs present- 
Iv exist in California and in Windsor, 
Ontario. 


* * * 


John A. Llewelyn, assistant vice presi- 
dent in Occidental Life of California’s 
Group sales and service division, has 
been elected Los Angeles chapter com- 
mander of the Military Order of the 
World Wars. national organization of of- 
ficers of U. S. military forces who had 
commissioned service in World War I 
or TI or the Korean conflict. Mr. Llew- 
elyn, a colonel in the Army Reserve, 
serves as deputy commander of a major 
Transportation Corps in which he par- 
ticipates regularly on a reserve basis. He 
served that command as chief of staff 
from 1955 to 1960. In World War II 
service he attained the rank of lieutenant 
colonel. 


* * * 


Frank E. Sullivan, CLU, American 
United Life’s agency manager in South 
Bend. has been elected to the hoard of 
directors of the St. Joseph Bank & 
Trust Company. President of the United 
Fund of St. Joseph County, Mr. Sullivan 
is secretary-treasurer of the McArdle- 
Sullivan Agency, Inc. He was selected 
as the leading agent of American 
United Life in 1959 and 1960 and*is a life 
member of the Million Dollar Round 
Table. A native of Lowell. Mass.. Mr. 
Sullivan spent four years in the Navy 
before graduation from the University 
of Notre Dame in 1949. 


Hobart and William Smith Colleges, 
Geneva, N. Y., have honored Merle A 
Gulick, vice president of the Equitable 
Society, by naming the student union and 
dining building on the Hobart campus 
Merle Amerson Gulick Hall. The Rev. 
Dr. Louis M. Hirshson, president of the 
Colleges, said the trustees named the 
building for Mr. Gulick in appreciation 
for his many years of devoted service 
to the Colleges. A 1930 graduate of Ho- 
bart, he has been a trustee of the Col- 
leges for 11 years and chairman of the 
board of trustees since 1957. 


* * * 


Marion L. Ober, chief counselor in the 
personnel department of the John Han- 
cock, is retiring from the company July 
1, after fourteen years of service. Dur- 
ing this time she has been largely re- 
sponsible for the development of pre- 
retirement and retirement programs for 
company employes. A graduate of Well- 
esley College, she began her career as a 
teacher, and later joined the staff of 
Horace A. Moses, founder of Junior 
Achievement in the United States. Dur- 
ing World War II, she served with the 
lst Service Command in directing em- 
ploye relations work for some 16,000 
civilians. 

eg '*e 


Diana C. Davis, daughter of Shelby 
Cullom Davis, managing partner and in- 
surance stock specialist in the well known 
New York security firm of Shelby Cullom 
Davis & Co., and Mrs. Davis, on June 24 
married in Scarborough Presbyterian 
Church John Means Spencer, son of 
Clayton B. Spencer and the late Mrs. 
Spencer of West Hartford. A reception 
was held at the home of the bride’s 
parents. Mr. and Mrs. Spencer will make 
their home in Brookfield, Mass. 


* * * 


Eleanore Haggard, daughter of Paul H. 
C. Haggard senior vice president, Phoenix 
Mutual Life and Mrs. Haggard, was 
married June 24 in West Hartford Conn. 
to David Ellis Baldwin, son of Mr. and 
Mrs. Fritz W. Baldwin of West Hartford. 
The Rev. Dr. Frank P. Haggard, grand- 
father of the bride, assisted by the Rev. 
Dr. Wallace G. Fiske, performed the 
ceremony. 

 * * 


Anne Renzland, sales research con- 
sultant for the Equitable Society, was 
re-elected president of the Personnel 
Administrators of New York University 
Graduate School of Business Administra- 
tion. Miss Renzland is also vice president 
of the Alumni Association of the NYU 
Graduate School of Business Administra- 
tion and holds the position of secretary- 
treasurer in the NYU School of Com- 
merce Alumni Association. She is a mem- 
ber of the American Association of Uni- 
versity Women and is assisting in estab- 
lishing a program for the recognition of 
college women in the fields of education, 
industry, public and community life. 

cece 

William C. Briesmeister, has been 
named manager of the New York office 
of Geo. F. Brown & Sons, Inc., special 
tisk insurance underwriter in Chicago. 
Before joining Brown, Mr. Briesmeister 
was senior casualty underwriter for 
American International Underwriters. He 
is a member of the Casualty & Surety 
Club of New York and a graduate of 
Columbia College. 

eel 


Byron K. Elliott, president of the John 
Hancock, has been awarded an honorary 
doctorate of science by Lowell Tech- 
nological Institute. Conferment took 
place at commencement exercises held 
recently in Lowell, Mass. A cum laude 
graduate of Indiana University, Mr. EI- 
liott received his LL.B. degree from 


Harvard University. He also holds an 
LL.D. (honorary) from Indiana Univer- 
sity. 
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An advertisement of the life companies 
of the American General Group, 
presented regularly in this space for the inspiration 
and enlightenment of life underwriters everywhere. 


“OBLIGATION?” 


WHOSE OBLIGATION? 


“. . . But I don’t want to obligate myself for the future,” 
he says. 


Holy mackerel, look who’s talking about obligations! 


“Obligate,” the man says .. . when 90-ump times out of 
a hundred he is surrounded and laden with obligations we 
are trying to help him discharge if he is not given time enough 
to do so himself: the obligation to provide for a wife as long 
as she lives and not merely as long as he lives; the obligation 
to see a couple of toddlers through their schooling and into 
their self-supporting years still two decades away; the obligation 
to make 239 more monthly payments on that house before 
the mortgage can be thrown in the fireplace; the obligation 
to make the payment on that automobile every month; the 
obligation to buy nine meals, or twelve, or fifteen, each day 
before he eats a bite himself .. . 


So we come along, to show him how some Time Insurance 
at a dollar or two dollars per hundred will guarantee that if 
he is not given the time to discharge his obligations, we will 
come forward with a dollar equivalent of the time lost .. . 
and he cries about “taking on” an obligation! 


But quite aside from this, the thing which riles me most, 
when he drivels about “obligating” himself, is his blithe 
assumption that he does actually assume an obligation when 
he and some good life insurance company get together and 
effect a contract. 


Nonsense! 


Of course he doesn’t. He can change his mind whenever 
he wishes. He can quit whenever he wants. He can stop making 
deposits whenever he chooses . . . and will have had his money’s 
worth at any point along the line. And if he has by then built 
up a cash value of any sort, which in most cases means pretty 
quickly, he can begin to receive instead of disburse. 


No, he assumes no obligation. And, in feeling that he does, 
he is even more wrong than most of us realize. He is twice 
wrong, if you please: because, first, he himself assumes no 
obligation; and, second, the other party—the company—does 
assume an obligation . . . a fact which the seller of life insurance 
should never allow himself to overlook, even if his buyer 
seems insistent on doing so. 


For it is much too big a fact to overlook. It is a remarkable 
and tremendously important fact, deserving the thoughtful 
consideration of all of us: the fact that when a life insurance 
company accepts a man’s dollars and issues his policy to him, 
it assumes enormous and many-sided and possibly burdensome 
obligations, from which it has no escape short of maturity 
except by decision of the policyowner. (The lawyers call it a 
unilateral contract—a one-sided contract—a contract in which 
all the obligations are on one side.) 


* * * 


“No, sir, you assume no obligation when you enter into 


this contract . . . but you certainly sign the company into 
a tight spot! 


“First, of course, the company obligates itself to pay a 
stipulated amount in event of your death. And while it could 
be 60 years, it could be 60 days or 60 minutes! Next, the 
company may have accepted the obligation to pay double the 


American General. Life Insurance Co 
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face amount if death results from accident; or the obligation 
to make your deposits for you in event of disability. 


“Next, the company is obligated to pay you a cash value 
on demand, whether convenient or not. Similarly, it obligates 
itself to lend you money on your cash value, up to 100% of 
your collateral, at a designated low rate of interest, at any 
time you may desire, whether banks are making loans or 
calling them. 


“It is obligated to compound your money for you, while 
building up your cash values, at a guaranteed rate, whether 
it earns that rate or not. It is obligated to pay you or your 
heirs that rate on your money on deposit with the company 
whenever you say the word, whether it be the face amount of 
the policy matured by death or by time, or the cash value of 
your policy surrendered at your convenience. 


“The company is obligated to hold those funds in trust 
for you or your loved ones, administering them without charge 
and with diversification and safety unparalleled. It is obligated 
to commingle your funds with all others held, and guarantee 
every dollar by all the resources of the company. It is obligated 
to pay those dollars out to you or your widow or your children 
in the form of an income that can’t be outlived, whether annuity 
rates have gone through the roof or not. 


“And, most important of all, the company obligates itself 
to take your dollars as long as you wish, whether the company 
wants to or not! In short, the company has made that contract 
an open-end depository and lets you write all the rules! 


“If your doctor finds a spot on your lung and chases you 
off to Arizona or Colorado, the company might not want to 
accept your deposits—but it is obligated to! If you take up 
skywriting and crop dusting in your spare time, the home 
office boys in their alarm might prefer not to take your dollars— 
but they are obligated to do so as long as you send in your check. 


“If interest rates drop below the level which the company 
has guaranteed in the contract, it might wish to high heaven 
you'd quit sending in your dollars—but it is obligated to take 
them when you do! 


“If the expectation of life increases so much that the annuity 
assumptions in those settlement options are all haywire at some 
future date, the company might wish you wouldn’t send in so 
many dollars every year—but it’s obligated to take them! 


* * * 


“Yes, there are a lot of obligations in this plan . . . but 
they are all on one side—the other side. You are the boss. You 
are the lucky man who can make all the choices and write all 
the rules—IF you have a big enough life insurance dollar- 
receptacle waiting to receive your dollars as long as you wish. 


“That's why it’s.a good idea for a man to quit worrying 
about whether he will have enough money to put into his life 
insurance in the future... 


“, . . and start worrying about whether he will have 


enough life insurance to put his money into in the future!” 


Best wishes, 


/ 
j 


Home State Life Insurance Company / Hawaiian Life Insurance Company, Ltd. 


Oklahoma City klahoma j Honolu Howaii 
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YEAR APTER YEAR, THE GREATEST NAME IN HEALTH INSURANCE 


MUTUAL UF OMAnA 
rIRO| AGAIN IN [dol 


Widens its margin of lead over all other 
companies in the health insurance industry 


RANK BY COMPANY 


*4 MUTUAL Neg ~ 
E 


» 


MUTUAL 
INCREASES 
LEAD OVER 
ALL 
COMPANIES 


PREMIUMS WRITTEN 1960 


$195,992,310 
. 114,424,521 
. 99,134,232 
90,842,264 
76,414,607 


. 14,533,644 
5. 14,184,730 
. 13,282,136 
€.. 12,263,019 


Statistics just released in the May 12th 
issue of the National Underwriter show 
Mutual of Omaha wrote more health 
insurance on an individual basis in 1960 
than any other company in the field — 
71% more than the next company. Here 
is another giant stride forward by Mutual 
of Omaha, with over 195 million dollars in 
individual (non-group) business written 
during the year.* 


The greatest single factor contributing to 
this unexcelled record of success is a force 
of more than ten thousand dedicated 
representatives. These specialists in 
security provide service throughout all 50 
states, the District of Columbia, Canada, 
the Canal Zone and portions‘of the 
West Indies. 


Wide public acceptance of Mutual’s new coverages and provisions is resulting in 
another record-shattering pace this year. The Company's increase in business: for the 
first quarter of 1961 is more than double the increase for the same period in 1960. 


Would you like to join the ten thousand successful men of Mutual? Write to Howard 
Dewey, Mutual of Omaha, Omaha, Nebraska. 


Mutual 


OF OMAHA 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 


Home Office: Omaha, Nebraska 





Your Good Neighbor 





